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Here's Proof of the Value of the New... 


BETTER LETTERS SERVICE 


Conducted by J. GORDON DAKINS, Educational Director 
National Retail Credit Association 


“*To say that your Better Letters Service is filling a much wanted need 
is putting it very mildly. When your bulletins arrive, copies are immedi- 
ately made and given to the credit and collection correspondents who 
receive them enthusiastically. You are to be complimented on the interest 
you have aroused in improving business correspondence.’’—Louis Krensel, 
Collection Manager, Lit Brothers, Philadelphia, Pa. 


* * * 


*‘We are very much impressed with this service as it contains quite a lot 
of valuable material. As a matter of fact, it is the best service on credit 
letter writing that it has been our privilege to examine.”—C. D. Hill, 
Manager, Department of Accounts, The M. M. Cohn Company, Little Rock, 


Arkansas. 
* * * 


“We are greatly impressed with the Better Letters Service and wish to 
extend a hearty word of congratulation. Each issue presents splendid 
ideas and thoughts that cannot fail to be helpful to anyone engaged in 
credit work.”’—F. H. Koch, Credit Manager, Schuneman’s, St. Paul, Minn. 


+ * * 
‘** Just a line to let you know that your Better Letters Service is good and 


that we intend to profit from it.”—A. B. Hunter, Credit and Collection 
Manager, The Rudolph Wurlitzer Company, Chicago, Iil. 





WHAT YOUR BETTER LETTERS SUBSCRIPTION WILL BRING YOU 


Every month, you will receive copy for five new Every month, too, you will receive a three-page 
credit department letters that you can use as they Better Letters Bulletin filled with practical, usable 
suggestions that will help you to write better 
letters—and show you how to use letters to build 
collection letters (some of which tie in with Regulation goodwill, to bring back old customers, and get new ones. 


W), letters to revive inactive accounts, credit sales 


are or change to fit your needs. Included are model 


Advisory service. The privilege to submit, once 
promotion letters, adjustment letters, and others styled each month, one of your own letters for unbiased 


to handle specific credit problems. advice and constructive criticism. 


All for $15°% a Year 


Less than five cents a day 


NOTE: The Better Letters Service commenced on July 15, 1943. Copies 
of previous issues are available — while they last—for $1.25 each. 


-—-—-—--------- FILL OUT THIS COUPON...MAIL IT TODAY -—————-—-—-—-—----- 


J. GORDON DAKINS, Educational Director 
National Retail Credit Association 
218 Shell Bldg., St. Louis 3, Mo. 


Please enter my subscription for your Better Letters Service for one year, price $15.00. Also send me previous issues at $1.25 each 
for the months of 





Check enclosed [J Mail bill FJ] 


Name 








Position 





Firm Name and Address — 
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Do you aspire to be a Credit Manager? 


Of course, you’re looking forward to “THE DAY”. But, are you sure that you have 
the necessary background? Are you well grounded in retail credit fundamentals? Can 
you take a complete credit application? Do you know how to adjust accounts . . . how 
to collect them and still keep customers? What about your letters? Do you know how 
to make them human so that they will get the best results? You’re not sure? Then, 
here’s a plan that will provide the training and confidence you need! 


N. R. Ge A. 











RETAIL CREDIT FUNDAMENTALS 


Based on the textbook of the same 
name by Dr. Clyde Wm. Phelps, Uni- 
versity of Chattanooga, Chattanooga, 
Tenn. Divided into three main sec- 
tions. Shows how to open the account, 
then how to control it, and, finally, 
how to collect it. 336 pages, printed in 
large easy-to-read type, and substan- 
tially bound. 


























HERE’S HOW THE PLAN OPERATES: 


Upon enrollment, you receive a copy of the textbook 
on which the course is based. Your assignment is one 
chapter a week. A series of questions covering each 
chapter are then sent weekly from the National 
Office. You are expected to submit your answers to 





EXTENSION COURSES 











STREAMLINED LETTERS 


Based on the textbook of the same 
name by Capt. Waldo J. Marra, for- 
merly Correspondence Director, Bank 
of America, San Francisco, Calif. 
450 pages, waterproof binding. Tells 
how to plan letters and get positive 
results... how to secure eye appeal 
through correct letter form .. . how to 
write credit, collection, and adjustment 
letters... how to improve vocabulary. 





























St. Louis for grading. Your work is individually cor- 
rected and constructively criticized. There is no final 
examination— but you are given a final grade on the 
basis of marks made weekly throughout the course. 
If you grade 70 or better, a Certificate of Proficiency 
—signed and sealed —is awarded you. Your employer 
is notified of your successful completion of the course. 





Hundreds of students have already benefitted through enrollment. This is what they say about the course — 


RETAIL CREDIT FUNDAMENTALS: 


“T have nothing but praise for this excellent course. It covers all the 
fundamentals which every credit granter should know’’—Seymour 
Abramson, Credit Manager, Heyman Bros., Newark, N. J. 

“It stimulated my thinking, and anything that stimulates thinking 
is very much worthwhile.”—Jerome Blattner, Credit Manager, 
Blattner’s, Lima, Ohio. 


STREAMLINED LETTERS: 


“*One of the best returns on the market today for the money invested.” — 
Clarence E. Wolfinger, Credit Manager, Lit Brothers, Philadelphia, 
Pa. 

“‘ Your course has cut my dictating time in half. In addition to the 
time saved, it has greatly improved my letters.’”-——-L. T. King, Credi 
Manager, Cosden Petroleum Corporation, Big Spring, Texas. 





The price of each course is only $5. This covers everything— 
the cost of the textbook, the weekly quiz and ratings, three 
issues of the CREDIT WORLD, and the Certificate upon 
successful completion. At this low price, everyone can afford 
to enroll. The textbooks alone retail at $4 a copy. 


Think it over. Is your future progress worth an investment 


of $5 plus a few hours of your spare time each week? Re- 
member, two courses are available—individualized to fit 
your own personal requirements. Select the one you need 
most and enroll now. Fill out the coupon below. Mail it 
today. There is no better time or better way to open the 
door to the opportunities of the future. 





r-- THIS COUPON MAKES 


iT SO EASY FOR YOU ---; 





J. Gordon Dakins, Educational Director 
National Retail Credit Association 
Shell Building, St. Lovis 3, Mo. 
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* * * 


THIS THOUGHT PROVOKING ARTICLE, written exclusively for 
The Crepir Wor tp, will, we believe, be of interest to all 
members of the N.R.C.A. While it does not necessarily reflect 
the viewpoint of the Association on this all-important subject, 
it does present the opinions of a man who has been actively 
associated with installment selling during a long and success- 
ful career —Tue Epiror. 


x * * 


REGULATION W ix Perpetuity 


Louis J. Breuner 
President, John Breuner Company, Oakland, California 
Past President, National Retail Furniture Association 


HIS ARTICLE is being written in defense of 

Regulation W and is a plea to ethical retailers 

generally to support its continuance either in its 
present form or as a law to be enacted by Congress, 
which would bring about substantially the same results 
which Regulation W as a wartime measure is doing 
and should continue to do until such a law is enacted. 
Any law, by the way, should give the administration of 
the act to the Board of Governors of the Federal Reserve 
System, who have done an outstanding job in handling 
Regulation W in its present form. 

While Regulation W came into being as a result of 
war-time needs in order to curb inflation, it is our belief 
that it has also stopped one of the greatest financial debacles 
which this country wou!ld ever have witnessed. It 
stopped the amassing of money in the hands of the few 
at the expense of the many by prohibiting people from 
mortgaging themselves far into the future—and at costs 
that would be prohibitive and unnecessary. 

It has helped to create a backlog of purchasing 
power, which will mean much to retailing when the war 
is over and the shift is made from wartime to civilian 
commodities. It has created savings which have been 
largely used to help finance the war, those savings being 
in the forms of bank deposits and Government bonds, all 
of which can be used to purchase consumer goods when 
they again become available, and without the necessity 
of the public having to ask for unsound credit terms such 
as were in existence just prior to the advent of Regulation 
W. The more even we keep the flow of consumer mer- 
chandise in the years just ahead, the less of a headache 
we shall have and the less likely another severe depression. 

It might be well to insert right now the fact that the 
writer of this article has been in the credit business his 
entire business life and heads a concern in the retail 
homefurnishing field that has granted installment credit 
as long as it has been used by the American public, 
and we are not among those who believe that all install- 
ment selling should be put in the discard; but we do 
feel that there is a sane limit beyond which it should 
not go. 
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We also are strong believers in private business and 
in freedom from Government regulation and are stanch 
supporters of free enterprise. However, the time even- 
tually comes when certain phases of business are carried 
to an extremc, which only a regulatory law will correct. 
And we believe that Regulation W is one of those neces- 
sary laws because installment selling was fast getting out 
of hand, and, because of the divergence of interests among 
those engaged in installment financing, nothing but a 
Government regulatory measure could correct it. 

Not only were those engaged in this field fast getting 
into jeopardy, but the public itself, the buyers of the 
commodities which were sold on the installment basis, 
were fast getting the belief that they could buy as many 
things as they wanted with little or no cash, only to 
wake up after they had gotten in too deep to find that 
they had mortgaged themselves for years to come. In 
order to pay for these few luxuries that they were enjoy- 
ing, they had to deprive themselves of many other com- 
forts and necessities and thereby created a rather unbal- 
anced way of living. ‘Thousands of people went with- 
out proper food, housing, and necessary medical atten- 
tion because they had gone in too deep for an automobile, 
a radio, and jewelry. Regulation W helped to save the 
American people from themselves! 

I am addressing this article principally to the better 
retailers of the country and in defense of our own enter- 
prises, and if we don’t defend ourselves, no one else will! 
I would like to review with you a little of the history of 
installment selling and then wind up with predictions of 
what will happen when Regulation W no longer exists. 
Installment credit came into fairly common practice 
about the turn of the century. It was used chiefly as an 
agent to buy the more necessary items of high value 
which people needed to complete their homes. Mark-up 
took care of the carrying charges and no interest was 
added. Later luxury items entered the field and carry- 
ing charges were added. 

Up to this time and for a considerable period after, 
all installment financing was handled by the business 
which sold the merchandise. These businesses went to 
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their banks and borrowed on the credit of their business. 
Following that, personal loan companies entered the 
field and started loaning people money on two-named 
paper. Many of these local companies grew into na- 
tional erganizations, and they did the job of selling re- 
tailers to borrow money from them by either hypothe- 
cating their installment contracts or selling them out- 
right to the finance companies. This created a new 
competition in the merchandising field and as long as 
terms were kept within sensible bounds, this type of 
competition was healthy and acceptable. 

In the meantime, those dealers who could finance their 
own paper, either with sufficient cash of their own or 
through proper bank loans, were increasing their install- 
ment business. And while very severe credit losses were 
taken during the depression years, the early ’30s, the in- 
stallment houses generally survived the storm better than 
others because of the cushion that had been created 
through having to plow back into their business profits 
that were needed to finance expanding installment sales. 

A study of this condition after the depression passed 
made the installment business look very inviting to new 
capital. Banks who had only flirted with installment 
selling turned to the field themselves. New and numer- 
ous local loan companies were created. Industrial type 
of banks joined in and finally, to cap the climax, the 
Government itself entered the field and created the 
terms which were economically unsound, and the huge 
losses that the Government had to pay on the guar- 
anteed loans made by banks for installment purchases 
are the best proof of where we were heading. 


Floor-Plan Type of Financing 


During the same period many manufacturers of com- 
modities generally sold on the installment basis entered 
the financing field by starting their own financial sub- 
sidiaries, and out of that came the floor-plan type of 
financing, where anybody who had any selling ability 
could get into the installment selling field without any 
capital, the manufacturers placing the merchandise in his 
stock and the samples on his floor on a floor-plan type of 
financing, and these same companies or the banks taking 
the installment contracts off his hands as he sold the 
merchandise. 

This was the cause for many unethical, sharp-practice 
type of retailers entering the field. ‘They had nothing to 
lose, everything to gain, and when some of the merchan- 
dise which they sold needed service, they simply folded 
up, walked out with their money, and left the public 
holding the bag. This left the ethical retailer in an 
unfair competitive position and he had to meet terms 
and prices which, if the pace had continued, would have 
been ruinous. Efforts were desperately made to adopt 
community credit policies. The only people who ever 
lived up to them were the established retailers with sub- 
stantial investments in a community. 

The so-called “borax” type of store added greatly to 
this situation in that they paved the way and educated 
other types of financial institutions and loan companies 
in the tricks that they used. These firms sold merchan- 
dise at extremely high mark-ups but gave long terms and 
were satisfied to take large credit losses. These are the 


very type of retailers that join with finance companies 
today in putting on the pressure to get out from under 
the regulations because they think it is easier making 
money through long-term credit than it is from the sale 
and servicing of merchandise. In this we feel that they 
are rather shortsighted because if Regulation W goes out 
of the picture, the competitive situation on terms is go- 
ing to be so vicious, both from the standpoint of the 
down payment and the length of contract, that even- 
tually there will be nothing but loss in it for anyone. 


The War Is Not Over 

For those who want it dropped immediately, let me 
state that the war is not over. There have been tre- 
mendous shifts of population into defense areas and these 
people cannot be readjusted to permanent places of living 
until the war is over. Selling them on long terms at 
the present time would only entail additional serious 
losses as a result of abandonment of merchandise when 
there are no longer jobs in congested areas. There has 
been some inflation already and there may be more as 
Government controls are relieved. To sell on anything 
but heavy down payments and short terms until prices 
reach a normal level again is also disastrous. 

Banks are already calling on us trying to sell us the 
bill of turning all of our installment accounts over to 
them, so there is going to be increased competition from 
this angle as soon as the bars are down. Many people 
have saved money as a result of huge wages in defense 
work, and the ever-present desire of independence is go- 
ing to encourage them to enter business for themselves. 

The sale of credit (and what have they to sell but 
that?) is going to create a competitive condition to pres- 
ent small and large stores. It will only add to the length 
of terms and to the increased competition from large 
numbers of hole-in-the-wall stores which are unneeded 
and undesirable. During the time that we have this 
condition with us, we will be forced to a large extent 
to meet the competition in terms which are granted by 
these new outlets and by the finance companies and banks 
which encourage them and who will take their paper. 

Many war industries are thinking seriously of entering 
the domestic field, especially in electrical appliances— 
some even in furniture. The quickest and easiest way 
for them to find outlets as against the long established 
connections is to sell their merchandise to these people 
and finance their floor stocks on the floor-plan arrange- 
ment, and to take their installment contracts. Long un- 
ethical terms will be the order of the day, and if it comes 
about, all we will be able to do then will be to sit back 
and chastise ourselves for having been asleep and failed 
in preventing this condition when we could, for then it 
will be too late. 

Those who would encroach upon the field of install- 
ment selling now are well organized, while retailers 
themselves are split; and those who want to go along 
with the industrial bankers and finance companies are 
aggressively attempting to eliminate Regulation W, while 
the rest of us languish in our present temporary security 
and do nothing. 

If you believe in sound installment selling, write to 
the Board of Governors of the Federal Reserve System 
in Washington, D. C., now and tell them why you be- 
lieve Regulation W should be continued. 


é 
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T IS NECESSARY for credit executives and store 
owners as well as the Federal Government to review 
the operation of Regulation W and to determine if 

its continuance would be desirable in a peace economy. 
The regulation was promulgated at the order of the 
Federal Reserve Board and subsequently amended several 
times as part of the attempt to control the inflation 
threatened by the gap between consumers’ goods avail- 
able and the abounding consumers’ dollars bidding for 
those goods. 

It is not necessary to recite figures to demonstrate the 
reality of the menace of inflation. All responsible per- 
sons are agreed that the condition was and is real and 
that the regulation was and is entirely proper and, indeed, 
essential in the distorted and unnatural economy created 
by war. Since the original order, the regulation has been 
amended in minor matters to provide for smoother opera- 
tion, but its fundamental purpose and plan have remained 
the same. 


Regulation W Fulfilled its Purpose 


It is the belief of thoughtful economists and credit 
executives that Regulation W has, in part at least, ful- 
filled its :purposes which are recited in the regulation 
itself as follows: “To keep the cost of living from 
spiraling upward we must discourage credit and instal- 
ment buying, and encourage the payment of debts, 
mortgages, and other obligations, for this promotes sav* 
ings, retards excessive buying and adds to the amount 
available to the creditors for the purchase of war bonds.” 

For evidence of the success of Regulation W in a 
war economy, I quote from the Federal Reserve Bulletin 


of June, 1943: 


During the past year and a half the volume of consumer 
credit outstanding has been reduced by 4% billion dollars. 
Several factors have been responsible for this decline. The 
most important has been the decline in the supply of consumer 
goods available for purchase; thus current purchases on which 
new credits could be extended were limited. Another factor 
is the enlarged income of consumers which has enabled them 
to reduce indebtedness previously incurred. To these economic 
factors working toward a reduction of consumer credit was 
added the influence of governmental policy exercised through 
the operation of Regulation W by the Board of Governors of 
the Federal Reserve System. This regulation was put into 
effect in September, 1941, when the total volume of consumer 
credit was at its all-time maximum. In May, 1942, through 
Amendment 4 of the Regulation, its scope was enlarged and 
its terms were made more restrictive. 

Experience during the past 18 months has been contrary to 
the usual trend in periods of expanding incomes. As incomes 
have grown, the number of persons incurring debt has declined 
and those who have obtained credit have retired their obliga- 
tions more promptly than was customary at other times. The 
background of policy in regard to consumer credit in wartime 
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REGULATION W 


Has it a Place in Postwar 
Planning? 


Leonard Berry 


Credit Manager, B. Forman Co., Rochester, New York 


was the fact that, since increased incomes were not accom- 
panied by expansion in consumer goods, restriction of con- 
sumer buying on credit diminished pressure for higher prices. 
The regulation of consumer credit has diverted current income 
that otherwise might have increased inflationary pressures 
into liquidation of consumer debt. 

That consumers are repaying their obligations more rapidly 
than heretofore is evidenced in various ways. The volume 
of consumer credit outstanding at the end of April, 1943 was 
5.2 billion dollars, which represented a decrease of 4.5 billion 
since September, 1941. Most of this decline—about 3.3 billion 
dollars—occurred during the calendar year 1942. According 
to current estimates almost one-half of the reduction was 
attributable to declines in credit on motor vehicles alone, but 
substantial liquidation has occurred also in the amounts 
outstanding on all the other principal types of consumer in- 
debtedness. All installment cash lenders are reporting a 
gradual shortening of maturities. 


It is also fairly unaminous that Regulation W should 
continue as long as the distorted economy caused by our 
gigantic war effort remains. No one to my knowledge is 
asking for any further amendment or modification as 
the subsequent operational amendments to the Regulation 
have removed certain technical difficulties which credit 
executives asked to be adjusted. Credit executives are 
operating under the Regulation with efficiency and dili- 
gence. Minor operational difficulties have been over- 
come in varying degrees and the regulation is accepted 
as part of our wartime lives. 

“Shall Regulation W continue after the war?” My 
answer is an unequivocal “No.” 
what the benefits have been: 


However, let us see 


The regulation has, in part at least, narrowed the 
gap between consumers’ goods available and dollars 
spendable, or, in other words, has reduced the amount 
of debt owed for goods, and slowed down the use of 
credit and increased the use of cash. ‘Figures are avail- 
able to show conclusively that this prime objective has 
been attained. Because of the freezing date, collections 
have been speeded up. On an average, 65 per cent of 
dollars owing by customer accounts are paid in full 
during the month following purchases as against 50 
per cent prior to the regulation. 


Cash Position Improved 
This is an advantage of no small proportion to the 
store because the cash position is improved, hence bor- 
rowing becomes less necessary. It is an advantage to 
the customer, too, because personal finances are main- 
tained on a more even basis. Credit is protected and 
enhanced. The customer is always “open to buy” when 
good opportunities present themselves. 
From the credit executive’s viewpoint, the regulation 
has provided him with a valid reason for the denial of 
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further credit. He simply says to the “frozen’”’ customer, 
“I am sorry, but the Government will not allow me to 
extend you further credit until you pay the past-due 
amount.” 

One of the credit executive’s problems in pre-regula- 
tion days was the good but slow customer; the customer 
who bought on a generous basis and was good for the 
amount of credit extended but habitually slow in making 
settlement. It was difficult to determine at just what 
point to increase the collection pressure and to withhold 
further credit. In that sense then Regulation W_ has 
lessened the credit executive’s problem by placing an 
arbitrary and implacable line beyond which he cannot 
extend credit. Accounts must be “frozen” from the 
highest to the lowest all down the line regardless of 
other factors. 

Let us now examine some of the fundamentals of 
retail credit. The business of selling merchandise and 
services known as retailing has always been strongly 
competitive and the whole history of retailing has shown 
that the consumer benefits by this competition. Keen 
buying, alert merchandising, close operation, and maxi- 
mum service to the customer have been parts of the 
American retailing program, and all these have brought 
about the admittedly superior system of retailing in 
America, a development which has immeasurably in- 
creased the general standard of living. 

Retailing, following the pattern of the American 
Democracy, has been impatient of government control 
and has gloried in the natural controls of competitions, 
only admitting the need for restraint when such a curb is 
dictated for the greatest good of the greatest number. 
Retailing has been individualistic and proud of its in- 


dependence. The all-important customer has _ been. 


recognized solely as its master and the one to be pleased. 


Maximum Service to Customers 


In addition to keen buying, alert merchandising, and 
close operation, I mentioned maximum service to cus- 
tomer as parts of the American retailing program. As 
an important part of the latter, I place credit. 

Credit is a service to the customer, a service designed 
to secure more sales, but essentially a service. It is, and 
should be, in normal times, a matter strictly between the 
store and customer. It is a variable matter, too, the 
common denominator being the usual thirty days, but no 
strict or sacred validity attaches to this period. It can 
be shorter or longer. It can provide for one payment 
or many payments. Credit is quality, possessed by the 
seeker, but made valid only by the recognition of the 
grantor. Put ten of the most experienced and sagacious 
credit men in separate rooms, give them the same prob- 
lem, ask for an evaluation of the credit risk, and I 
suspect you will get several different answers; despite 
the technical training and scientific approach. The 
reason is that credit is a highly delicate thing of recogni- 
tion and judgment, perception and personal bias. 

It is, moreover, a matter of the store owner. A will 
be a conservative type, preferring to operate on the 
safe side of the line; B will be an opportunist, with 
some of the gambler in his blood. Again, C will be 
operating on a small amount of capital and cannot 
afford over-large receivables—he needs liquidity; while 
D will be amply supplied and considers fairly large 


receivables a good outlet for his surplus funds. Hence, 
credit is a matter of the store owner’s personal feeling, 
his corporate financing, and it is to be expected that these 
factors will be of large importance in the decision of 
the credit executive. Indeed, over the years, the credit 
attitudes of the credit executive will become mirrors of 
his principal’s credit attitudes, which is eminently proper 
and sound. Furthermore, the locality will be of im- 
mense importance. The source of community wealth may 
be agricultural, manufacturing, or commercial—often a 
mixture of all. 


Nature yields her harvest periodically and does not 
provide income weekly or monthly. Rather a long period 
of investment and preparation and a sudden and abun- 
dant harvest. Hence the finances of those who wait on 
nature must conform to the cycle, not to a weekly or 
monthly settling day. 


Proceeds of Capital 


Likewise, those who by prudence and diligence have 
acquired wealth find that the proceeds of capital are 
paid annually or semi-annually. Certain skilled artisans 
are governed by seasons and are very busy at times and 
not so busy at others. Then, too, the “slings and arrows 
of outrageous fortune’ do not occur in a_ rhythmical 
pattern but fall with perverse and devastating violence at 
utterly unpredictable times, thereby dislocating financial 
plans and making a mockery of well-intentioned promises 
to pay. Enough, then, of the reasons why credit is not 
capable of being poured into a mold, of being required 
to strain itself into the straitjacket of an arbitrary 
board or council. 

Only under the grave necessity of a war, in which 
the greater part of our national efforts and resources 
are channeled into creation of destructive implements 
and not constructive things, would such an unnatural 
imprisonment of the delicate tool of credit receive the 
slightest nod of approbation from businessmen. 

Only the over-all national need for control of our 
finances and protection from the deadly ravages of infla- 
tion would justify for a single instant this constriction of 
our rightful freedom in carrying on our business enter- 
prise. 

Only the most violent upset of the laws of supply 
and demand would countenance this thrusting of an 
official finger in the wholesome and balanced mechanism 
of store-customer relations. 

Only the raging of a world war would warrant the 
substitution of individual liberty for the binding and 
rigid mandates of government regulation emanating 
from cloistered seclusion and from the minds of econo- 
mists far removed from the busy marts of active trade. 

Without becoming overly rhetorical, let us keep in 
mind always that one of the basic parts of our Democ- 
racy is freedom, and it is a firm belief of many that only 
under the competitive interplay of individual enterprise 
can the proper benefits redound to the individual. 

Only the timid and shortsighted credit executive would 
welcome perpetual substitution of his own powers of 
credit judgment and discrimination by the cold and un- 
feeling rules of government, remote from the busy and 
teeming arteries of retail life. 


(Turn to “Regulation W,” page 23.) 
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What - 


Is the Most Important 
Credit Problem for 1944? 


Opinions of Store Executives 


The Government should have no part in regulating retail 
business after the war is ended. There should be no required 
down payment and each merchant should be his own boss. 
However, Regulation W should be continued for the dura- 
tion, but discontinued as quickly thereafter as possible—A. J. 
Baum, President, Bams Inc., Richmond, Va. 


xO # 


The most important credit problem confronting 
credit granters during 1944 is the control of pur- 
chases made by war workers and others receiving 
abnormal salaries. I have a feeling that credit regu- 
lated by the Federal Reserve Board, as at present, 
would be immensely desirable for at least a year 
after the war.—P. H. Carr, President, Carr, Dolan 
& Hahn, Inc., Minneapolis, Minn. 

“x © # 


The most important credit problem confronting the credit 
granter is how best to control credit privileges granted to 
war-boom workers whose incomes may be decreased mate- 
rially or eliminated entirely as war production decreases. This 
is doubly important when we remember that every alert credit 
granter wishes to retain all the good will possible for the 
credit and general business expansion which lies ahead, even 
though the postwar business may be done with persons en- 
tirely different from those of the war period itself. I am in 
favor of credit regulations by the Federal Reserve Board, 
after victory, not so much because of the assistance it lends 
to credit control but rather because it tends to concentrate com- 
petition on merchandise rather than on terms.—Robert M. 
Cox, Cox’s, McKeesport, Pa. 

xO # 
_I favor continuation of the present credit regula- 
tions on charge accounts. We do not have install- 
ment accounts; however, I would favor continuing 
the present set-up on these accounts. I think a 
down payment of 25 per cent would be satisfactory, 
with balance payable not over one year.—Marvin W. 
Davis, The Davis Shop, Richmond, Va. 

xO # 

I do not think it is necessary after Victory that credit be 
regulated by the Government. The lack of merchandise prac- 
tically curtails credit automatically and I believe each mer- 
chant should be able to exercise independent judgment in al- 
lowing credit as he did prior to 1941. I certainly favor more 
liberal instalment terms in the postwar period and I do not 
feel the merchant should be held to a minimum down pay- 
ment on hard merchandise. On soft goods, I believe there 
should be a specified down payment of at least 20 per cent 
because of the perishable quality of security—A. Davidson, 
Executive Vice-President and Treasurer, Boutells, Minneapolis, 


Minn. 
xo # 


For at least a limited period after victory, credit 
should continue to be regulated by the Federal Re- 
serve Board. I believe that the majority of mer- 
chandise sold on installment terms will continue to 
be scarce for some time. In view of this, I would 
not favor more liberal installment terms during the 
postwar period. The minimum down payment should 
be at least 20 per cent and the maximum time 12 
months on hard merchandise. On soft goods the 
maximum time should be at the most six months 
with the exception of fur coats which should also 
not exceed one year.—Lawrence L. Davidson, Presi- 
dent, Davidson Bros. Co., Sioux City, Ia. 
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The administration of credit throughout the nation can best 
be directed, constructively and wisely, through the continuous 
strengthening of strong local credit associations. Existing 
groups should be encouraged to intensify their activities. Ob- 
viously, the extenders of credit, the retail stores particularly, 
should give greater recognition to the important function of 
credit management and staffing. I believe all forward-looking 
merchants should encourage this—Max E. Friedmann, Presi- 
dent, Ed. Schuster & Co., Inc., Milwaukee, Wis. 

xO # 

Just what to do about our credit problem after the 
war period is a difficult proposition at this time. 
The quicker we can get out from under any Govern- 
ment regulations and every merchant is on his own, 
the sooner we are going to bring our country back.— 
R. O. Giddings, Giddings Inc., Colorado Springs, 


Colo. “” © 

After the war is over and peace is declared, each merchant 
should be permitted to exercise his independent judgment in 
extending credit as he did prior to September 1, 1941. I be- 
lieve that one-fourth to one-third down payment would be 
good judgment.—W. M. Hale, Proprietor, Hale’s Men’s Shop, 
Pine Bluff, Ark. “ue © w 


Government regulations should be removed and 
the merchant allowed to fix his own terms. Also, 
one-third down is too much on installment sales. 
We formerly operated on 20 per cent down, and even 
10 per cent in some cases. Twelve months should 
be the time limit for contracts. It is too early now 
to say much about the future, as too many things 
can happen.—Porter T. Hall, President, Emery, 
Bird, Thayer Co., Kansas City, Mo. 

xO #& 

As much as I dislike government regulations, I believe that 
government regulation of credit is a good thing and, unless 
credit granters can keep their terms within reason, it may be 
a wise thing to have the government tell us just how large 
the down payment should be, the maximum time and the inter- 
est rate. Unless this is done, we will soon be back to the 
place where many merchants will be selling terms rather than 
merchandise. The down payment should be made as big as 
possible and maximum time on the balance as short as pos- 
sible so the customer will have an equity in his purchase great 
enough and therefore not be inclined to _give it up—K. M. 
Haugen, President, Schlafer’s Inc., Appleton, Wis. 

xO # 

It is difficult to say at this time what is the most 
important credit problem for 1944. While it is true 
that credit regulations have had a good effect in 
general, we believe that in normal times of peace 
there should be no governmental regulation as to the 
granting of credit by either manufacturer, jobber, 
or retailer. It seems as though Regulation W, par- 
ticularly in the smaller towns in the Southern part 
of the United States, has been a good thing, because 
it has changed the paying habits of customers on 
open accounts. Whereas the average account for- 
merly ran from three to four months, accounts are 
now paid out in 30 to 60 days. We believe this 
should be a matter of free enterprise and left to 
each community and each merchant to grant such 
credit terms as he deems best for his business.— 
Sidney H. Levy, President, B. H. Levy, Bro. & Co., 
Savannah, Ga. wo 


We should have a minimum of Federal regulations. While 
there have been some good results from the enforcement of 
Regulation W, yet any well-managed business can handle its 
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own credit problems very well without government interfer- 
ence. I do not favor too liberal installment terms in the post- 
war period, but there again I think industry is well equipped 
to govern itself—H. D. MacDonald, President, The Strang 
Garage Co., Colorado Springs, Colo. 

x oO & 

We are strongly in favor of retaining the present 
restrictions on terms after the war as they are of 
advantage to both retailers and customers. Wide 
open credit terms such as we had before the war 
worked harm to dealer and customer, and we firmly 
believe no credit contract should be for more than 
one year, and for clothing three months.—Cecil 
Sutherland, Vice-President and Manager, Johnstone 
Walker Limited, Edmonton, Alta., Canada. 

x D> & 

The most important credit problem confronting credit grant- 
ers is that of Regulation W. It is one of the best regulations 
put forth by the Government since the war started and we 
are most hopeful that it will be continued indefinitely —Robert 
B. Underwood, General Manager, Berry-Burk & Co. Inc., Rich- 


mond, Va. 
x > #& 


The most important credit problem confronting 
us in 1944 will be the evaluation of our accounts 
receivable to determine, if possible, the potential 
losses which might arise due to unemployment dur- 
ing the period of reconversion. If that process does 
not occur in 1944, then this problem will face us in 
some future year, but whenever it comes it may be 
serious. Regulation W will help to cushion the 
shock because the accounts will not be pyramided 
at the early stages of their delinquency. After the 
need of the regulation has passed, federal control 
over the retail credit structure should be abandoned. 
There should be a strong interest among merchants 
to establish enforcible community policies.—R. 
Vogt, Secretary, Milwaukee Boston Store, Inc., Mil- 
waukee, Wis. 

x © & 


Unnecessary restrictions of the use of consumer credit in 
buying merchandise and services constitute the most important 
problem confronting credit granters and all business. Unques- 
tionably there has been abuse of consumer credit in connec- 
tion with the sale of merchandise and services, but the abuse 


never has caused so much unfairness and hardship as will be - 


inflicted upon both consumers and business if unnecessary con- 
trol over consumer credit is continued indefinitely. In view 
of this, then, the important credit problem confronting credit 
granters in 1944 will be to develop through voluntary self- 
regulation, backed by adequate state legislation, enough con- 
trol to curb abuse of consumer credit and to show conclu- 
sively that the Federal Government is not needed as a regu- 
latory power—Wm. Wagner, Executive Secretary, Associated 
Credit Jewelers, New York, N. Y. 

x > # 

The most important problem facing the credit 
granter of 1944 is to devise ways and means of in- 
creasing the number of active accounts on his books. 
Also, not to discourage the use of charge accounts 
by present customers in the face of Government re- 
strictions. Nineteen hundred and forty-four is the 
year for credit executives to think about postwar 
conditions and to start worrying about shrunken ac- 
counts receivable. He should start planning now to 
increase his charge business when the easy cash days 
pass out of the picture. He should coddle his charge 
customers, especially the white-collar worker, the 
forgotten man of our time. He'll need them, and 
soon.—J. A. White, Vice- a . wy Stores 
Co., Pittsburgh, Pa.; President, N. A. 


Opinions of Credit Executives 


The most important credit problem confronting the credit 
department for 1944 will be that of retaining the good will of 
our present, and especially former, charge customers. During 
these times of Government regulation of credit, some of us are 
likely to forget that our business in the past has been built up 
on the continuous purchasing of our regular charge customers. 
Although many of them have been finding it easy to pay cash 
during the last few months, we will again find it necessary to 
rely on their purchasing power after these unusual conditions 
have passed.—Dean Ashby, Credit Manager, M. L. Parker 
Co., Davenport, Ia. 


My opinion about postwar credit planning centers 
around the fact that anything which will cheapen or 
make credit seem “easy” is detrimental to the entire 
credit structure. It should be each credit granter’s 
aim to build instead of destroy. Sensible terms 
should be quoted with some dignity instead of ad- 
vertising “make your own terms.”—W. G. Cass- 
meyer, Credit Manager, Merchants Ice & Coal Co., 
St. Louis, Mo. i we 

® 


Obtaining payment of accounts before war activities cease 
may constitute a problem for 1944. Also the opening and con- 
trolling of accounts with persons liable for the armed services 
is another problem. While it seems too bad to have credit 
regulations after victory, it appears the only way to have rea- 
sonable credit terms, as individual merchants in the past have 
never been able to adhere to any restrictions and it does not 
seem that they ever would without some restraining force. We 
favor liberal terms on household appliances where the credit 
risk is good, but income small. Minimum down payment should 
be 20 per cent and maximum time 2 years depending on amount 
involved.—A. Downton, Credit Manager, Carlisle Hardware 
Co., Springfield, Mass. 

x © # 


_ Thinking and planning for the postwar period is, 
in my opinion, the most important credit problem 
for 1944. It will not be possible to do away with 
Regulation W when hostilities cease, but distribution 
and consumption will have to be regulated as the 
merchandise is available and the Government will no 
doubt have to check on retail credit, both on open 
and installment accounts.—Chris Jensen, Credit 
Manager, The Crews-Beggs Dry Goods Co., Pueblo, 


Colo. 
ROD 
A postwar problem that is not waiting for the end of the 
war is the discharged serviceman, who, on entering the serv- 
ice, took advantage of the Soldiers’ and Sailors’ Civil Relief 
Act. To re-establish himself, he is now seeking credit, but is 
not in a position to take up his old obligations. When the 
time comes that we can look into the future with some reason- 
able degree of clarity, I would then favor modification of 
terms.—William J. Kirby, Credit Manager, Gilchrist Com- 
pany, Boston, Mass. 
RO # 


The most important credit problem for 1944 is to 
render accurate, efficient and courteous service. 
Regulation W should be used as an educational pro- 
cedure instead of a hammer. When it is discontinued 
after the war, charge account customers should feel 
the importance of prompt payment and its benefit 
to themselves and others instead of just a release 
from government orders.—J. L. Owens, Credit Man- 
ager, Miller & Paine, ww Neb. 


Regulation W should be retained but be made flexible enough 
so that down payments and time limits could be adjusted to 
suit the needs and conditions of the times. We have warning 
signs on railroad crossings not because we do not know of the 
danger of being reckless, but to protect us from our own reck- 
lessness. It is along this same line of reasoning that I am 
convinced that Regulation W has its advantages and should 
be retained in a modified form.—F. J. Redding, Credit Man- 
ager, Kay’s Jewelry Store, ine. Ohio. 


wf 

The one problem which looms above all others for 
1944 is that of keeping the credit expense ratio, com- 
pared with sales, down to a minimum. This is be- 
coming increasingly difficult because of reduced 
volume due to merchandise shortages, also to the 
lower operating efficiency and higher cost of available 
labor. The approach to a solution lies in the inten- 
sification of employee training, and in building 
morale, loyalty, and employee interest in the credit 
profession as a future career.—R. Severa, Cash- 
Fg Manager, R. H. Macy & Co., New York, 


xO # 

One of the most important problems facing industry is not 
whether we are going to have customers, nor what sort of 
credit terms we are going to use, but whether we are going 
to run our own business. If the government will eliminate 
Regulation W from the picture, the merchants will have to 
decide whether they want to do an installment business on a 
rational basis or get all they can while the getting is good. 
The temptation to follow the latter course will be very strong. 
—F. W. Walter, Manager, Credit Sales, The Bailey Company, 
Cleveland, Ohio. 
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Words often confused and misused 

The January Crepir Wor-p contained a partial list 
of words often incorrectly used by letter writers. The 
remainder of the list follows: 

Fewer—less. Fewer refers to number. while less re- 
fers to quantity. Examples: ‘““They have fewer students 
this year than last.’”’ “He has less stationery than usual.” 

Its—It’s. One of the most common errors in busi- 
ness letters is the confusion of these two words. The 
rule is this: Use the apostrophe in it’s on/y when the 
word is a contraction of it is. Examples: “Its price is 
reasonable.” —‘“It’s satisfactory to us if your account is 
paid by the fifteenth.” 

Like—as. Like is a preposition and should be fol- 
lowed by the objective case, as: ‘““He looks like me.” ds 
is a conjunction and is used to introduce a clause, as: 
“Do as [NOT like] I tell you.” 

Only. Watch out for this word. It is an adverb and 
should be placed next to the word it modifies. Exam- 
ples: “Only he signed the contract.”—‘‘He wanted only 
enough to live on.”—‘The letter was mailed only yester- 
day.” 

Party. While party may refer to one or several per- 
sons in the legal sense, in ordinary usage it refers to 
several persons only. It should not be used when one 
person only is indicated. Example: “This person has 
left town,” NOT “This party has left town.” 

Principal—principle. Principal is used both as an 
adjective and as a noun. As an adjective it means high- 
est in rank, or leading, as: “The principal men of the 
city,” or “One of his principal arguments.” As a noun, 
it means a leader, or a capital sum placed at interest, 
as: “The principal of the school,” or “The principal and 
interest amount to $749.50.” 

Principle, however, is used as a noun only. It means 
a fundamental truth, or a rule of conduct, as: “He fol- 
lows the highest principles.” 

Proved—proven. Proven is preferred as an adjective 
rather than as a verb. Examples: “This is a proven 
fact.”—‘‘It was proved to be true.” 

Provided—providing. Provided means if, while pro- 
viding means supplying or furnishing. Example: “I plan 
to attend the meeting provided { NOT providing] I am 
in the city.” 





Try and—try to. The proper form is try to, as: “We 
will try to (NOT try and) obtain another sample for 
you.” 

W ho—which—that. Who is used when referring to 
persons. Which is usually employed when referring to 
animals and things. That refers to persons, animals 
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or 


and things. Examples: “The man who called yesterday 
was a good risk.”—‘“The desk which is being repaired 
is mine.”—““The company that failed, formerly manu- 
factured automobiles.” 


This Month’s Illustrations» 7 


The N.R.C.A. Collection Stimulators shown in //lus- 
trations Nos. 1 and 2 are available to all members of 
the National Retail Credit Association. Because of 
their pointed message, they are recommended for use 
during the final stages of collection. In fact, many 
retailers now use them as the last step before placing 
an account in the hands of an outside agency. 

Letter No. 1, after the name and address of the debtor 
have been filled in, should be signed in your firm name 
and mailed to the debtor. If no response is received 
within two weeks, Letter No. 2 should then be sent. 
The N.R.C.A. also provides a convenient form (J/lustra- 
tion No. 7) for use in reporting to the Credit Bureau 
accounts to which these letters are sent. It is important 
that this form be filled in and sent to the Credit Bureau 
when Letter No. 1 is mailed. 

Every new member of the N.R.C.A. receives a supply 
of these Collection Stimulators upon joining the Associa- 
tion. Additional supplies may be purchased from your 
Credit Bureau or from the National Office at a nominal 
price of 75¢ a hundred. 

The effective collection letter reproduced in Illustration 
No. 3 was sent to us by Mr. A. C. McEver, Vice- 
President, Frierson-McEver Company, Gainesville, Ga., 
with this comment: “This letter was mailed to our old 
P. & L. accounts recently and the results have already 
been fine. For example, one man who owed an account 
of $40 that was ten years old, came in and paid $20 
on account and also made several purchases for cash.” 

Illustration No. 4 comes from Mr. Hugh L. Reagan, 
Credit Manager, Cain-Sloan Company, Nashville, Tenn. 
It is a printed card, cleverly illustrated and attractively 
designed. The heading invites attention, the reference 
to the Credit Bureau provides a strong appeal for pay- 
ment, and the closing sentence is very much to the point. 

Illustration No. 5, a printed insert from Mr. Charles 
H. Dicken, Credit Manager, Mabley & Carew Company, 
Cincinnati, Ohio, is designed for enclosure with state- 
ments of accounts which are about to go into default. 
The impersonal tone of this well-constructed form, 
together with its clear and courteous wording, should 
secure excellent results. 





Illustration No. 6, another printed collection notice, 
is the work of Mr. J. E. Sullivan, Jr., Credit Manager, 
Kahn’s, Oakland, Calif. Its effectiveness lies in the 
adroit use of the approval appeal and in the manner 
in which the customer is shown that prompt payment 
is necessary to the continuance of her charge privileges. 
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January 22, 1944 










Mr. F, Ray Smith Mr. Jess Alberts 
Twenty-fifth and East Ave. North Sixth and Park Ave 
Kirkwood, Missouri Gainesville, Georgia ; 





Dear Mr, Smith: Dear Mr, Alberts: 





The National Retail Credit Association, of which we are A lot of folks king 

members, is a mutual, non-profit organization. Its old accounts neff @eir A a aw ae Se? 
membership consists of merchants, financial institutions, : 
public utilities and professional men of North America. 







Within one week, not long ago, two men who owed us 











accounts 11 and 15 
$ In the files of the Credit Bureau members are maintained said they wanted fp gt he er 2 = 
3 accurate, up-to-date records on millions of credit bankruptcy, but said he had worried about Apel e 
Pi purchasers. much he had definitely decided to get it "off his mind." a 
a If your past due account shown below becomes of record in Then just last week move 

the files of the Credit Bureau, it will affect your credit 10 or it years ago Stn an @ an ‘nau 

standing. The purpose of this letter is to give you an up. And, believe it or not, he knew exactly how mich he 

opportunity to protect your credit by making immediate owed, showing that it had been on his mind tT the: 

settlement or an explanation of your reason for non-payment. — 

Ma would like mind 
Your cooperation will be appreciated. re aoe eee ee ee ¥ 





If so, you'll find us in a receptive mood, and if you'll 
come to see us, or write us, we'll do our best to make it 
easy for you to settle up. 








Yours very truly 


You will let us have a response to this letter one way or 
j yy) - another, won't you? 











Yours very truly 


AC. Wt Ener/ 


FRIERSON- MCEVER COMPANY 






Balance $125.56 













Past Due $125,586 





ACM AC 


Balance due: $100. No interest added. 














Our Gredit | requires that we 
report oll ccc that are past dus. 


m 





_ : — Your name has been withheld, but, unless a re- 
mittance is received within the next five days we 
‘OUND will be obligated to report the actual condition of 


your account. This information is entered as 
a 
Permanent record at the Credit Bureau. 

















January 14, 1944 






Be fair to yourself and hel ‘ 
iP us to protect your credit record by gi 
your immediate attention! ph re enog 


CAIN-SLOAN COMPANY 


; a% - 3f (4) Nashville, Tennessee 





Mr. John L. Law 
76520 Rebert Place 
St. Louis, Missouri 











Dear Mr. Law: 












hich all 
Your credit record is the measuring stick by #! 
govetente--ali credit granters--judge you. Wherever you g°, 
whatever you do, your eredit record will follow you like a 
shadow. Isn't it important for you, then, to keep your 
record clear? 









Gevernment Regulations 
regarding Charge Accounts 

Government regulations will prohibit further purchases on this account after the 10th of 

this month, unless the balance brought forward on the enclosed statement is paid. 

An alternative provides cha: 

pent} umobguiquatdseauaae 

Because we value your patronage most highly we are calling your attention to this Gov- 


ernment ruling now in order that we may continue to en) 
yoy your uninterrupted char; 
patronage. m 











bout 
al reminders and notices have been sent to you 4 
jor pean balance, but so far we have not received 2 
reply. DO YOU REALIZE HOW YOUR CONTINUED FAILURE TO PA 
THIS ACCOUNT IS GOING TO AFFECT YOUR CREDIT STANDING? 







ou have already been informed, the National Retail 
Crezit Association is a mutual nonprofit organization. Saas 
Its purpose is to give its members full protection —— 
credit losses--protection backed by the power and prestige 
of its entire membership. 











inst the 
At the same time it is desired to protect you aga 
embarrassment that follows 4 *poor-pay" record. But you 
must do your part! 















Senieak wine pone by paying promptly. Do it now--please. @Lancouer 432! Kokes OAKLANO CALIF 

Your patronage and the manner in which you have tak f 

ee 7 hye ap abo bm i you have taken care of your charge account 
As you know, payment of your previous belance of § 55.235 was due on the |Oth 
of this month. Until this amount is paid. we regret thet Goverment Regulations will 

Mur s not permit further charge purchases to be added 
EVERETT As s00n 4% your payment is received. you may continue to charge on your eccount 
(Member) just as you have in the past. Therefore. please arrange for payment in full now. 






Thank 
Balance §$ 60,42 — 











Past Due § 60.42 


Miss Sally Ray 
15 Placer Drive 
Oakland, California 


~ ‘ 


AMOUNT ENCLOSED 
Please return this notice with your payment te insure prompt release of your sccount. “ 
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AS A GENERAL THING my first trip in the New Year 
is made after the middle of January. To enable me to get 
back to the office for ten days before going East, it was neces- 
sary to leave St. Louis the afternoon of December 28 on an- 
other one of my journeys. 
three thousand miles and required nearly four weeks. I 
visited fourteen cities and addressed fifteen meetings, at 


The trip covered approximately 


which there were 640 present. In addition, I attended a 
number of Post War Planning Committee meetings. 

Found considerable interest in membership activities in the 
cities visited. In some of the cities campaigns are under 
way; and other cities, now that the holidays are over, prom- 
ised to do their bit toward increasing National membership. 

My first stop was at Fort Worth “Where the West Be- 
gins.” In the early days it was a military post and was estab- 
lished to protect the settlers who were pouring into the vast 
uninhabited lands of the new state of Texas. With the com- 
ing of the railroad in 1876, it became the principal cattle 
distribution center in the Southwest. It is still the center of 
the cattle industry and an important aviation center. 

On my arrival at the Blackstone Hotel I was handed a very 
interesting volume titled My Adventures in Selling, by 
Saunders Norvell—the courtesy of my good friend Carl Woll- 
ner, President of the Panther Oil & Grease Mfg. Company. 

The noon meeting of the Fort Worth Retail Credit Asso- 
ciation, at the Worth Hotel, was well attended. H. Nelson 
Bean, Credit Manager of Ellison Furniture Company and 
President of the Association, presided. Following the lunch- 
eon there was an interesting meeting of the Post War Plan- 
ning Committee, of which John R. Clark of the Monnig 
D. G. Company is chairman. In the afternoon, accompanied 
by A. S. Billingsley, Secretary of the Association and man- 
ager of the Retail Merchants Association, several calls were 
made. 

J. Price Olive, Credit Manager of The Fair, a former 
State President and N.R.C.A. Director, expressed himself as 
feeling that a mistake was made in asking that Regulation W 
be discontinued at the end of the war. John C. Griffith, 
Vice-President, W. C. Stripling Company, for many years 
Credit Manager of the store and a charter member of the Fort 
Worth Retail Credit Association, like Mr. Olive, was of the 
opinion that Regulation W should be continued. Howard 
Laird, General Manager of the Ellison Furniture Company 
and formerly Credit Manager of that concern, took the oppo- 
site stand and advocates a discontinuance of the regulation 
with the end of the war and certainly with the end of the 
emergency. His store, like The Fair and Stripling’s, has al- 
ways offered only sound credit terms and, regardless of com- 
petition, he does not build sales at the expense of sound credit. 

The evening was spent as a guest of Carl Wollner at the 
Fort Worth Club. In addition to his son, Messrs. Clark and 
Billingsley were present. I was driven to Dallas, thirty miles 
away, early Thursday morning by Mr. Billingsley. 

Meetings of the Dallas Retail Credit Men’s Association are 
not held during the holidays and had not been resumed. A 
luncheon meeting of the Post War Planning Committee was 
held and was attended by practically all members of the com- 
mittee. In the absence of Fred C. Marth, A. Harris & Com- 
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Jowrneyings of the General Manager }. 





pany, Chairman, who was confined to his home with the 
“flu,” J. S. Fletcher, President of the Association and Credit 
Manager, Tennessee Dairies, presided. 


On Friday I called on Robert S. Thornton, President, 
Mercantile National Bank, now in its new home—a most 
beautiful building and the “last word” in modern banking 
quarters. Mr. Thornton is a friend of more than 25 years’ 
standing. W. A. Green, Jr., President, and H. H. Green, 
Treasurer, W. A. Green Company, on whom I called, are 
both strongly in favor of Regulation W being discontinued. 
Until my departure from Dallas in October, 1918, to accept 
the position of Executive Secretary of the N.R.C.A. (then 
the Retail Credit Men’s National Association), I was pleas- 
antly associated with the father of the Green brothers, Mr. 
W. A. Green, who was an old-time merchant and a highly 
successful one. 

While E. P. Simmons, President of Sanger Brothers, likes 
some of the provisions of Regulation W, he is for cooperative 
credit control by retailers and hopes the regulation will be dis- 
continued with the end of the emergency. A. L. Kramer, 
President of A. Harris & Company, is opposed to the regu- 
lation and favors its discontinuance. 

I had the pleasure of brief chats with Herbert Marcus, the 
head of Neiman-Marcus, one of America’s most beautiful 
stores, and his son, H. Stanley Marcus. Past President Rob- 
ert A. Ross is now Store Manager of Neiman-Marcus and is 
doing a splendid job. He was succeeded as Credit Manager 
by his assistant, F. Wm. Johnson, who has taken over the 
reins in a highly efficient manner. In the face of personnel 
problems, the department successfully handled the largest 
holiday business in the store’s history. 

L. N. Bromberg, President of E. M. Kahn & Company, 
favors the continuance of Regulation W. In his opinion it 
has done for retailers what they would not or could not do 
for themselves. 

Had a pleasant chat with J. B. Adone, Jr., President Na- 
tional Bank of Commerce and first Treasurer of the Dallas 
Retail Credit Men’s Association. At a luncheon in his honor 
the previous day, tribute was paid to Mr. Adone, retiring 
president of the Dallas Community War Chest, as an outstand- 
ing community leader. 

Calls were made on a number of the kéy Credit Managers 
and I am sorry that space does not permit listing them here. 
I regret that I missed seeing my old friend J. E. J. Chilton, 
Sr., founder of the Credit Bureau, a charter member of the 
Dallas Retail Credit Men’s Association and for many years its 
secretary. Spent two delightful hours New Year’s morning 
at the new home of Past President and Mrs. Robert A. Ross. 

The Dallas Association is the oldest one and the first Na- 
tional Unit in the Southwest, having been organized in 1916. 
Dallas is known as the business, financial and fashion center 
of the great Southwest and is a city of approximately 350,000 
population. Delegates to the convention at San Antonio in 
1940 have not forgotten their delightful stay of several hours 
in Dallas and the delicious breakfast provided by the Dallas 
Association at the Dallas Country Club. 

Left Dallas on Sunday afternoon for Corpus Christi, by 
way of Houston. Was met at the train by Frank R. Medlen, 
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President of the Associated Retail Credit Men and Credit 
Manager of M. Lichtenstein & Sons, and Mr. Gordon Lewis, 
Manager of the Credit Bureau. 


The luncheon meeting was well attended, considering 
that it was Monday, January 3. All present seemed inter- 
ested in the subject discussed. Corpus Christi is now a city 
of nearly 100,000, located on Corpus Christi Bay (Gulf of 
Mexico). One of the largest naval air bases is only a few 
miles distant, many oil wells near by are in production, the 
surrounding country is very fertile, and the city is enjoying 
unusual prosperity. The fact that 1 was to have addressed 
the meeting having been publicized, a friend, Commander 
Wm. P. Kellogg, located at the air base, endeavored to get in 
touch with me over the telephone. I was out most of the 
morning making calls and upon returning to the Credit 
Bureau office at noon was unable to locate Commander Kel- 
logg over the telephone. I was fortunate, however, in chat- 
ting with Lieut. Bill Arendt, a loyal National member, who 
is now located at Cabaniss Field. Lieut. Arendt for many 
years operated the Credit Bureau at Little Rock and in his 
absence Mrs. Arendt is managing the bureau very successfully. 


Reached San Antonio, Monday evening about six o’clock. 
It is the home of the Alamo, the Cradle of Texas Liberty. 
Near by are Fort Sam Houston and Randolph Field. The 
delegates to the San Antonio Convention in 1940 will long 
remember the hospitality of the San Antonio members. Miss 
Ada Shepherd, President of the San Antonio Retail Credit 
Association and Credit Manager of Frank Brothers, presided 
at the weekly luncheon at the St. Anthony Hotel. Like all 
meetings of the Association, it was well attended. The San 
Antonio Retail Credit Association was organized in 1917 and 
has not missed a weekly meeting in more than 26 years. 

Calls were made on Miss Ada Shepherd; W. S. Holman, 
Manager, Stowers Furniture Company and Chairman of the 


Post War Planning Committee; C. C. Witchell, Manager of © 


the Retail Merchants Association; Tony C. Tarin, Assistant 
Manager and Secretary of the San Antonio Retail Credit 
Association; R. E. Seng and F. A. Seffel of the San Antonio 
Public Service; Gilbert A. Marbach, City Water Board, a 
former National Director and a hard worker for San Antonio 
and the National; and W. H. Arlett, a former president of 
the Retail Merchants Association. 


Meeting at Houston 


Arrived in Houston, Wednesday morning, January 5, and 
attended a noon luncheon of the Houston Retail Credit Asso- 
ciation at the Rice Hotel. Meetings are held every other 
Wednesday and are well attended. After disposing of the 
regular business, President O. O. Lynn, Thos. Goggan & 
Bros., introduced Mike Weinstein of Foley Brothers, chair- 
man of the Post War Planning Committee, by whom I was 
introduced. Judging from the interest manifested, the Post 
War Planning Committee will have the support of a large 
number of members in its effort to adopt a sound coopera- 
tive community credit policy. Contrary to previous reports 
reaching me, the retailers of Houston are not unanimous in 
desiring the retention of Regulation W. I found some for 
and some against the regulation, which has been my experi- 
ence in practically every city visited in the past year. 

Calls were made on O. O. Lynn, L. A. Willbanks, 
Nathan’s; Mrs. Georgia Humphries of Gordon’s; E. H. 
(Red) Brown of Shudde’s, one of the Association’s hardest 
workers prior to his accident in July, 1942 (his friends will 
be glad to know that he is slowly recovering); J. W. Wad- 


dle, G. A. Stowers Furniture Co., Mike Weinstein and C. W. 
Hurley, one of the organizers of the Houston Retail Credit 
Association and its secretary for many years until his retire- 
ment in the late summer of 1941. J. A. McFaddin, Pacific 
Finance Corporation, a former associate of mine at the time 
I was connected with the Industrial Acceptance Corpora- 
tion, South Bend (1928-1929), was at the meeting, follow- 
ing which we spent a pleasant half-hour reminiscing. 

On Wednesday I spent a very pleasant evening with Past 
President and Mrs. Leopold L. Meyer at their beautiful 
home. The friends of Mr. Meyer who have not been to 
Houston will be interested to know that his hobby is flowers 
and the spacious grounds are the show place of Houston, espe- 
cially when camellias are in blossom. 

Houston is the largest city in the Lone Star State and is 
the center of the oil industry. As a result of the building 
of the Houston Ship Channel from the Gulf to Houston it 
is now a port of considerable importance. 


Luncheon Meeting at Galveston 


Thursday was spent in Galveston, in attendance at a 
luncheon meeting of the Galveston Credit Grantors Associa- 
tion. A special meeting was called for a discussion of post 
war credit plans, which was presided over by W. H. Block, 
Chairman of the Post War Planning Committee, Credit Man- 
ager of Eiband’s and for many years, manager of the Credit 
Bureau. 


Had quite an interesting visit with Joseph G. Eiband, the 
head of Eiband’s, discussing conditions, merchandising and 
other post war problems. It was my pleasure years ago to 
have known his father, Mr. Henry Eiband, a very successful 
merchant, who passed away several years ago. 

Galveston, a delightful city, is located on the Gulf of 
Mexico. Its population has increased substantially since the 
war and business is flourishing. 

Returned to Houston by bus that afternoon and left on 
the evening train for Beaumont. Principal industries of Beau- 
mont are shipbuilding and oil refineries. ‘Old timers” in 
Texas and elsewhere will remember the excitement when the 
news broke about “Spindletop” and the announcement that 
a great oil gusher had been brought in. There is a monu- 
ment on the spot (just outside of Beaumont) on which is 
inscribed: “10:30 A.M. 1/10/1901—The Anthony F. Lucas 
Gusher—1st Great Oil Well blew in. Estimate 100,000 
barrels of oil a day—Depth 1,160 feet. 800,000 barrels of 
oil were lost in the 9 days the well ran wild.” 

Was able to make only two calls in Beaumont as it rained 
hard all day. One was on E. E. Singleton, Manager of the 
Retail Merchants Credit Association and the other on James 
Pritchett, Credit Manager of The White House, and Chair- 
man of the Post War Planning Committee. 


The luncheon meeting was presided over by President 
Gaston LeBlanc of the Globe Laundry. Considering the 
weather, the meeting was well attended. Immediately fol- 
lowing adjournment, Mr. Pritchett called a meeting of the 
Post War Planning Committee. More than an hour was 
devoted to discussing post war credit plans and problems, and 
I look for constructive recommendations from the commit- 
tee. Spent a very pleasant evening at the home of Mr. and 
Mrs. Singleton. 

The remainder of my trip to points in Louisiana, Ala- 
bama, Tennessee and Kentucky will be continued in the 
March issue. 
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LL TRADING in England is controlled and 
cA governed in every possible way by the Board of 

Trade, in the form of Permits, Licenses, Orders 
and Restrictions. Unfortunately, these are so numerous 
and they change so often that it is impossible for one 
person to memorize them all, and in any big organisation 
we try and split up the departments so that each one 
tackles its own troubles. ‘This, of course, does not free 
the directors from the responsibility with regard to the 
carrying out of the Orders. 

In my last article in The Crepir Wortp (March, 
1942), I mentioned the fact that control was gradually 
passing from the Price of Goods Act which was a control 
of ratio of profit based on prewar profits, to maximum 
margins of gross profit on different types of merchan- 
dise, laid down by the Board of Trade. These maxima 
vary according to the type of merchandise and again 
vary according to whether the goods are utility or 


whether they are “free.” “Free” goods carry a larger 
margin than utility. 











The figures of trading this year suffered a serious drop 
because of rationing. Nearly all forms of wearing ap- 
parel and a good many forms of household goods are 
rationed, and the public can purchase these goods only by 
giving up coupons for them. The number of coupons 
allowed to each person has been considerably reduced 
and to give you some idea of the potential purchasing 
power of the individual, we have been allowed the fol- 
lowing coupons during the past year: 


20 coupons on the 12th of October, 1942. 
20 coupons on the 15th of March, 1943. 
20 coupons on the Ist of September, 1943. 


When you bear in mind the number of coupons required 

for the following goods, you will readily realise that 

sales must suffer: 
A man’s Suit requires ~ ~ ~ ~ ~ ~— 26 coupons 
Man’s Overcoat - ~- ~ ~ ~ ~ - ~- 18 coupons 
Pair Men’s Shoes . ~ ~ - - 9 coupons 
Poplin Tunic Shirt with 2 collars _ ~ - 7 coupons 
Pee Teewe Semis. 2 . = « « « - 3 ee 
Lady’s Costume -~ — ~ 18 coupons 
Lady’s leather soled Shoes ~ ~ -~ -~ ~ 7 coupons 
Leave wesemas 4. wt lk lt . . 8 coupons 
Lady’s Dress other than woollen _ _- - 7 coupons 
Pair Lady’s stockings ~ -~ -~ ~ ~ ~ 3 coupons 


In addition to coupons, we have now reached the 
position whereby wearing apparel for the working class 
is made on a utility standard which governs the selling 
price of these garments, and the selling price of utility 
wear of all types is lower than the non-utility. There 
are several reasons for this, the main one being that 
utility wear does not bear Purchase Tax. Also, the 
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Instalment Sellin 
In England 








Louis Monk 


Director, John Blundell Ltd., London, England 


manufacturer and distributor are tied down to a low 
maximum profit. 

Certain merchandise is practically out of supply. 
Furniture, other than utility, is not allowed to be manu- 
factured and even utility furniture is allowed to be pur- 
chased only on permit and the public are granted permits 
only where they have recently been or are about to be 
married and where they have lost their homes through 
enemy action. In very few cases are permits granted 
except under these conditions. Urtility furniture is very 
good value as compared with today’s values, but is not 
the type of furniture which people would readily buy in 
the ordinary way. 

There is no control in instalment trading except the 
control that exists with ordinary trading, but because of 
this and the fact that there exist maximum margins of 
profit, we have to adhere to these maximum margins and 
when we sell our merchandise on an instalment basis we 
are not permitted to make any extra charge whatsoever 
for instalment facilities. With the exception of furni- 
ture and the one or two other items, we are permitted to 
sell our merchandise by way of instalment trading on any 
terms that we care to. We are not bound to obtain any 
down payment and we can extend the repayment period 
over as many years as we think fit, but obviously because 
of the fact that we are not permitted to make any extra 
charge for instalment trading, we are today getting 
much bigger down payments and quicker repayment than 
we obtained prior to the war. 


' Down Payments and Terms 


With reference to the exceptions, in the case of “free” 
furniture we have to obtain a minimum deposit of 1214% 
or £5., whichever is the greater and in the case of 
utility furniture, a minimum deposit of 121%4% only. 
We have to obtain a repayment extending over a maxi- 
mum of two years or a minimum of six months and for 
this service we are permitted to charge our customers 
20% of the balance of the account after the down 
payment has been made. That 20% is irrespective of 
the time factor of repayment. Whether customers repa 
the outstanding balance within 9 months or two years, 
they are still charged the 20% of the balance. 

There are no problems in connection with income 
because money is coming in very freely. As we now have 
few raids, we have no disturbance with regard to this 
income and because everyone excepting the halt and 
the blind are now employed and earning money, there are 
no collection problems, so much so that very few 
organisations today have staff for the purpose of the 
follow-up of collections. 
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With regard to selling prices, the increase on these 
varies considerably with the type of merchandise. In the 
case of necessities, we have utility goods which are 
Government price-controlled and here the prices as 
compared with prewar prices, show only a reasonable 
increase, but in the case of luxury goods, such as “free” 
furniture, all forms of jewellery, furs and fur coats, 
handbags, etc., present prices are about 500% higher 
than prewar. It is quite common today for an ordinary 
working girl to pay £5—£6 for a lady’s handbag which 
prewar could easily be purchased for 15/—d.— 20/-4d., 
a fur coat selling at £30 prewar would today sell at 
£120—£150., a suite of furniture selling at £30—£40 
prewar would today sell at £150. 


Personnel a Serious Problem 


Staff is a very serious problem in the whole of the 
distributive trade, especially in the instalment business 
where so many more records have to be kept than in a 
cash business and therefore more staff are needed. Most 
distributive organisations today employ very many less 
staff than they did prewar for an equal turnover and 
not only has there been a reduction in quantity, but 
quality as well. In spite of this, working hours are far 
less than prewar. Service in all stores has greatly 
deteriorated but, because of the circumstances, the public 
has no alternative but to put up with whatever service 
it can get. In spite of the considerable increase in the 
earnings of the staff and the fact that we employ very 
many less than we would do in the normal way for an 
equal turnover, our costs have actually been reduced, 
but very few businesses are run in a manner which the 
management would like them to be run. We just mud- 
dle along. 

I am expressing ny opinions with regard to my own 


business in particular, but I think that a good deal of 


it applies to the distributive businesses generally, but 
especially to the instalment businesses. The picture I 
have painted may give you a pessimistic impression of 
trading generally in this country which admittedly is 
very worrying to all concerned, but as against this the 
majority of distributive stores, cash and instalment, have 
shown an increase in their profits over the last two or 
three years. In the case of cash stores, the main reason 
is the tremendous reduction in operative expenses. Be- 
cause of increased demand and decreased supplies, the 
markets today are sellers’ markets, and costly methods, 
such as advertising, for the purpose of obtaining business, 
have now been thrown overboard. In addition, of 
course, the prices of goods have considerably risen so 
that the cost of handling pro rata to the cost of goods, 
has decreased. This applies to most distributive busi- 
nesses. 

In addition, because of the shortage of supplies, sales 
on which the profits have to be cut or entirely sacrificed, 
are practically non-existent. Not only is there no such 
thing as bad stock but a good deal of bad stock which all 
organisations accumulated over a period has been re- 
verted to good stock and instead of prices being marked 
down, they have been marked up in accordance with 
what they originally cost. 

As far as instalment business is concerned, a good 
deal of profit has accrued by accounts which have been 
considered bad and on which a reserve of 100% has been 
placed, being paid. 
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CREDIT REGULATION 


- INSERT - 


WHAT THE GOVERNMENT 
CHARGE ACCOUNT 
REGULATION MEANS TO YOU! 


| 

| | 
| 
; | 
: | 
| 
| 
| 
| 
| 
! If you are in the habit of paying your | 
charge account in full promptly upon | 
receipt of your monthly statement, the ; 
| new regulation will not affect you. You 
| may continue to enjoy the convenience | 
| of buying what you want when you want | 
it by simply saying “Charge It.” 
| But—if you let your charge account re- | 
| main unpaid after the tenth of the second | 
| month following the month of purchase, | 
; then the government regulation will af- 
| fect you—and you will not be permitted 
| to charge or make installment purchases | 
| of listed merchandise until satisfactory | 
settlement of your account has been ar- 
| ranged. 
| Make it a habit to pay PROMPTLY upon | 
; receipt of bill so that you may continue to | 
| enjoy the convenience of your charge account. 
: | 
| 
| 
! | 
| 
; | 
| 
| 
| 


GUARD YOUR CREDIT 
A 


SACRED TRUST 


: @&. 





@ An educational insert. Can be used 
at any time, with either statements or 
letters. Reassures prompt-pays they 
can still use their accounts, and induces 
payment of frozen accounts. Millions 
have been used with remarkable results. 
@ Printed in dark green ink on light 
green bond paper. Order a supply 
NOW and be convinced. 


Only $2.00 a thousand 


NATIONAL RETAIL 
CREDIT ASSOCIATION 


Shell Building . St. Louis 3, Mo. 
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once said: “What’s in a name? That which we 

call a rose by any other name would smell as sweet.” 
Not bad. But it’s easy to figure that the Bard of Avon 
was never the victim of a forged check. If he had been, 
he might have written something like this: ““What’s in a 
name? Nought is so vile as an imitated signature. A 
forgery by any other name would smell.” 

That’s not bad either. It might not be handed down 
to posterity, but if it could be handed on a poster to some 
butcher in a little side street in St. Louis, or Wichita, or 
Tulsa, it might save him from losing $40.00 or $50.00 
to some check forger. And don’t think forgery is a lost 
art. Checks are being stolen, forged and cashed all over 
the country every day. The Government is sending out 
more than 12,000,000 checks every month to families and 
other dependents of men in the Army and Navy; to peo- 
ple who benefit from the Social Security laws; to pen- 
sioners; to Government employees; and to hard-pressed 
folks who have had to turn in some of their war bonds 
for cash. Whenever one of these 12,000,000 checks is 
dropped in a mailbox, it offers opportunity to thieves to 


A rk I’m pretty sure it was Shakespeare, 


locked at all 


MAILBOXES SHOULD BE KEPT securely 
times and the name 
should be printed clearly thereon. A 
serviceman’s home is easily spotted 
through the service flag that hangs 
The check thief 
shows no partiality among his victims. 


in the window. 


The Me 






i Frank J. Wilsog of th 


steal it, forge it and put it over on someone who can 
ill afford to lose the money it represents. 

Recently in Philadelphia, the wife of a private in the 
Army expected a family allowance check which the Gov- 
ernment issues to dependents of soldiers to and includ- 
ing the rank of sergeant. The Government deducts 
$22.00 from the soldier’s pay, adds $28.00 to it, and 
sends the total of $50.00 to the designated dependent, 
plus $30.00 for the first child and $20.00 for each addi- 
tional child. In many cases, this money represents the 
total income for the family until the return of the soldier 
from the wars. This was the situation with the wife 
in Philadelphia. 

The Enemy in Action 


She knew the check was due and she depended upon it 
to help pay for rent, food and clothing. What she did 
not know was that she had an enemy who was going to 
keep her from getting the check. This enemy was a man 
who neither knew nor cared about the wife. His only 
concern was the contents of the leather sack carried by 
the mail carrier he was following. The carrier entered 
the hallway of the house and put a few pieces of mail in 
the four boxes there, including her own. No sooner had 
he left when the enemy came through the same door. He 
glanced furtively about. No one was watching. He 
drew a screwdriver from his pocket, forced open the four 
boxes and took out all the mail. 

About that time, the wife heard some commotion 
downstairs. She was told that the mail had been stolen. 
She rushed down and found that whatever the carrier 
had left for her had been taken. She remembered that the 
rent was due and that she owed the grocer and butcher. 
She had counted on the Army allowance to pay these 
bills and she hoped that the check had not been in that 
mail. But when she talked to the carrier later, she 
learned that he recalled delivering the check. She wrote 
to the War Department and to her husband but they 
could not give her another check until an investigation of 
her claim had been made. She had to execute affidavits, 
answer questions and worry for three months before she 
finally received another check from the Government. 

This is one big reason why the United States Secret 
Service is out to stop the stealing and forging of Army 
and Navy and other Government checks. And the way 
this is being done is through a nation-wide educational 
campaign to show merchants how to guard against for- 
geries, and to show people who receive checks how to pro- 
tect them from theft. Thousands of “Know Your En- 
dorsers”’ warning placards have 
been printed for the Secret Serv- 
ice by private firms cooperating in 
this campaign and are being dis- 
tributed to merchants and others. 
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The Secret Service personnel is not sufficiently large to 
take care of all this distribution, so police are being asked 
to help. If a representative of the Secret Service asks for 
your assistance in giving these warnings to your fellow 
merchants, we would deeply appreciate your cooperation. 

Here is some advice for the men and women who re- 
ceive Government checks in the mail: 


1. Be sure your mailbox is equippetl with a good lock. 

2. Be sure your name is printed clearly on your 
mailbox. 

3. Try to be at home, or have a member of your fam- 
ily home when checks are due to be delivered. Perhaps 
you can arrange with your mail carrier to ring your bell 
twice or give some other signal whenever he delivers 
your check. Then get it from the mailbox as soon as 
he puts it in. 

4. Try to cash checks in the same place each month. 
This will simplify identification, and merchants are being 
urged to ask for proper identification before cashing any 
Government checks. 

5. Do not endorse your check until you are in the 
presence of the person you will ask to cash it for you. 

Here is some good advice for merchants who cash 


checks : 
Seven Cautions on Cashing Checks 


1. BEWARE OF STRANGERS 


Years ago the Protective Department of the American 
Bankers Association adopted for banks the slogan “Stran- 
gers are not always crooks, but crooks are usually 
strangers.” 


2. INSIST ON IDENTIFICATION 


Always refuse to cash a check for a stranger without 
proof of his or her identity and title to payment. Credit 
cards of hotels, even for the current year, are not a positive 
proof of identification. Membership cards of social clubs, 
lodges, business cards are even poorer. Better forms of 
identification are: 

a. Employee identification card or plant button. 


b. Car owner’s registration, or driver’s license. The iden- 
tification is the genuine signature endorsement of a 
reliable customer who is good credit risk for the 
amount to be paid. 

Always Examine License Cards Closely: 

See that no changes have been made in descriptions. 
Be sure the authentic stamp of the issuing office or bureau 
appears on the card, and shows no signs of tampering or 
mutilation. Write the license number and state of issue 
on the check itself. 


3. INSIST THAT CHECKS BE ENDORSED 
IN YOUR PRESENCE 


A sure “stopper” for a crook is 
to ask for the thumb print to be 
pressed under the endorsement sig- 
nature. Crooks do not willingly leave 
fingerprints along their trail. Insist 
on endorsement in your presence. 


A MEMBER OF THE FAMILY should be 
home when checks are due to be de- 
livered. Arrangements can be made 
with the mail carrier to ring the door- 
bell twice whenever he delivers a 
Government check. It should be taken 
from the box as soon as possible. 


4. COMPARE SIGNATURES 


Compare the new signature on the check with the sig- 
nature on the identification card. The psychological effect 
of such procedure alone discourages many a prospective 
passer of bad checks. 


5. SOCIAL SECURITY CARD DANGER 


The Social Security Board in Washington has cautioned 
merchants against counterfeit Social Security cards being 
used for cashing checks. The Board states, “Possession of 
an account card holds no particular significance for other 
identification purposes, or for the financial responsibility of 
the individual.” Remember that over 50,000 worn out or 
lost cards are being replaced per month. 


6. BANK PASS BOOK OR CHECK 
BOOK ...NO PROOF 


The possession of the above should not be accepted as 
identification of the presenter, nor as authority to draw 
checks on that bank. 


y E BEWARE OF UNIDENTIFIED SERVICEMEN 


Crooks parading in fake uniforms are taking advantage 
of public’s sympathetic interest in servicemen. Be sure to 
ask to see the man’s identification tag—it gives his name, 
address, army serial number. Write these on the check. 
Also ask him to write on the endorsement the name of the 
ship or station to which he is attached. 
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Cycle Billing? 








Dean Ashby 


Credit Manager, M. L. Parker Company 
Davenport, Iowa 








URING THE PAST two years, our experience 

with cycle billing has brought to our attention 
some definite advantages to be obtained by retailers who 
are anticipating such an installation. Originally, most 
retail stores doing a charge business kept a single record 
which was used for any authorizing, billing or collec- 
tion functions. 


In an effort to maintain proper customer service and 
secure satisfactory accounts receivable turnover while 
operating at a low unit cost, many organizations in- 
creased this to four records or files: 


1. Two indexes for authorizing; one alphabetic and one 
geographic. 


nN 


A customer History Record for reference and collection 
work. 


3. The Accounts Receivable bill file. 
4. A Master File for housing credit applications, reports, etc. 
5. Letters, etc. 


Our experience with cycle billing has proven that the 
centralization of these records in one file results in the 
following operating improvements: 

1. One person performs a larger number of functions 
for a smaller number of accounts, which in turn in- 
creases their familiarity with each account. This makes 
possible faster and more accurate decisions when authoriz- 
ing and dunning. This, consequently, has reduced all 
operating time, produced better account control and 
thereby decreased accounts receivable bad debt and collec- 
tion expense. 

2. Operating time is further reduced by confining the 
work to a small area which saves time formerly spent 
walking from one file to another. Another factor is the 
elimination of interference caused by clericals and others 
using the same record for various functions. 


In our case, the thirty-two Remington Rand Kolect- 
A-Matic units are housed in Safe Cabinets, containing 
approximately 14,000 accounts. Each unit is one or more 
bookkeeping controls. Each Kolect-A-Matic pocket con- 
tains the following for one customer: 


Exhibit 1. Application for credit. 
Exhibit 2. Transcript or Skeleton Ledger. 


Exhibit 3. Copy of current statement and two previous state- 
ments. 


Exhibit 4. Posting Media to Account as received (Sales Checks, 
Merchandise Return Slips, and Payment Slips). 
Exhibit 5. Split Title Inserts. 


On the left side of the visible margin is a Chaindex 


card, carrying the name and address. On the righthand 
side of the visible margin is the collection follow-up scale 
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over which the Graph-A-Matic signal travels showing 
the age of the balance. 

You can see that with all data concerning one cus- 
tomer at one point there is a minimum of wasted 
time and motion and a resultant maximum of efficiency. 
The following is a brief description of each of the above: 

1. Application for Credit—Contains credit informa- 
tion about the customer, references, who may buy on the 
account, address changes, and any other necessary in- 
formation. 

2. Transcript or Skeleton Ledger. To this record 
are machine posted as a by-product of the billing opera- 
tion, a total of charges, payments, and the end of billing 
period balance. Notation space is also provided to 
summarize any collection follow-up. 

3. Each Kolect-A-Matic pocket also contains the 
carbon copy of the customer’s last itemized bill and 
copies of the two previous bills. 

4. Posting Media to Account—Into correct Kolect-A- 
Matic pocket will go as received all Sales Checks, Pay- 
ment Slips, Merchandise Return Slips. 

5. Split Title Inserts—Insert on the right serves to 
chart the month of the oldest unpaid balance. Once 
inserted, it is never removed from the pocket unless it 
becomes worn. 

Insert on the left contains customer’s name and space 
for indicating sales by departments. It is made up in 
Chaindex form so that when the account becomes inactive 
(usually no purchases for three months) it may be trans- 
ferred from the individual pocket to a Chaindex pocket 
in the front of the panel of each Kolect-A-Matic unit 
to serve as a quick reference in case the account again 
becomes active. At this time the Credit History Card 
and the Transcript Ledger Card are sent to a trans- 
ferred file where they are maintained vertically until 
again called for. 

Operating Procedure 

Some of the various operating procedures in connec- 
tion with Kolect-A-Matic are: 

1. Charge Takes—This type of transaction is given 
preference because customer is waiting. Any delay is 
taken by the customer to mean a reflection on her credit, 
or she puts down the store as having antiquated methods. 
Fast authorization not only builds good will but gives 
the sales clerk more selling time. Fast authorization also 
cuts down delivery expense because the customer is 
willing to wait a reasonable length of time to take the 
parcel with her instead of having it sent. 

Here is the procedure: 

2. Charge Take carriers come to a central point in 
the basement. Charge Takes are authorized to $5.00 
limit at the central point without reference. Beyond this 
limit, Charge Takes may be relayed to fifth floor credit 
office for authorization direct from the Kolect-A-Matic 
ledger. 

About 90 per cent of these sales checks can be author- 
ized by glancing at the position of the Graph-A-Matic 
signal and the credit limit signal, or looking at the copy 
of the current statement. If sales checks cannot be 
authorized from either of these, the clerk then studies the 
Transcript Ledger or the Credit Master Card. It is a 

(Turn to “Cycle Billing,” page 22.) 
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ized statemeat for a thirty days’ period on the same date 
each month, due ten days after billing date. The thouglit 
of added service to our customers and economy of operation 
has prompted us to give this plan our serious consideration. 


To guide us in our future policy, we would like to 
have your reaction to this plan, Any suggestions which you 
think will help us further to improve our service to you 
will be most welcome. 

MM, L, PARKER COMPANY 
July 31, 1941 


SPECIAL NOTICE 


August 1 we notified all of our charge BO) of consid- 
eration we were giving to the adoption of "Cycle Billing’. 
With this plan the accounts are divided alphabetically and 
billed at different periods of the month, the plan being of 
& nature which would enable us to be of added service to our 
customers, aod also an economy of operation due to the even 
distribution of detail over the entire month. The response 
we received, through our first notice, was most encouraging 
and indicated a willingness on the part of our customers to 
have such a plan put into practice. 

The enclosed statement is for the period of September 26 
through October 21. Hereafter you will receive your state- 
ment for the thirty-day period on the 23 of each month, due 
ten days after billing date. 

Your continued patronage and cooperation is most appreciated, 


Oct. 23, 1942 M. L. PARKER COMPANY 
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©1943 figures not received at press time 


WE ARE INDEED disappointed that we cannot attain 
one hundred per cent promptness in receiving the figures 
for our Collection Scoreboard each month. Despite the 
fact that we have, for the past few months, consistently 
urged members to send us the collection percentages before 
our closing date, there are still “absentees” when The 
CREDIT WORLD goes to press. Each month, five to ten 
cities are late (data received on or after the first day of the 
month) and a few months ago we eliminated six regular 
contributors because of an insufficient number of figures 
reported in the various lines of business. The result is that 
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this regular feature, so important as a comparative report, 
diminishes in value when the support of our contributors 
is withheld through neglect or other reasons. Personnel 
conditions are bad, we realize, but we hope you are doing 
everything possible to secure these data and send it to us 
by the 25th of the month. If you have been neglecting 
this matter, make a New Year’s resolution NOW to co- 
operate with us to the fullest extent. We assure you that 
we will greatly appreciate your assistance. 


Arthur H. Hert. 


THIRTY-SIX KEY CITIES CONTRIBUTE THESE FIGURES MONTHLY 
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Los Angeles, California 


At a meeting of the Los Angeles Post War Planning 
Committee of the Retail Merchants Credit Association, 
held December 2, 1943, the following resolution was 
adopted : 


WHEREAS, we believe that Regulation W of the 
Board of Governors of the Federal Reserve System estab- 
lishing certain rules and regulations with reference to 
the granting of retail consumer credit was intended 
purely as an emergency measure on account of the war; 
and that it should be terminated as soon as such emer- 
gency ends; and that control of retail consumer credit 
should be returned to the grantors of such credit; 

NOW, THEREFORE, be it resolved by this Com- 
mittee, at a meeting of such Committee held in Los 
Angeles, California, on the 2nd day of December, 1943; 

1. That the National Retail Credit Association be and 
is hereby requested to use its best efforts to procure the 
termination of Regulation W, or any other governmental 
retail consumer credit regulations as soon as the said 
emergency ends; 

2. That in the interest of free enterprise the control 
of retail consumer credit be returned to the individual 
grantors of such credit; 

3. That no attempt be made to establish any uniform 
system of retail consumer credit granting. 


Texas 


The following resolution was passed at the War Credit 
Conference of the Associated Retail Credit Men of 
Texas, in Austin, Texas, October 6, 1943: 

WHEREAS, retail credit has served the people of our 
nation materially and well, enabling them to maintain 
and enjoy an enviable living standard through various eco- 
nomic situations, and is now universally recognized as an 
important part of our national economy, and 











TO COMPLY with wartime meas- 
ures it is necessary that we elimi- 
nate personal calls by representatives 
of our Collection Department as 
much as possible. 


Your payment NOW will enable 
us to conserve manpower and help 
in our efforts to cooperate with the 
Government in conserving tires and 
gasoline. 


Many thanks! 


Discontinuance of Regulation W Urged 








WHEREAS, our Government in a necessary effort to 
control inflation and its evils during a national war 
crisis, through executive order of the President restricted 
the extension of credit, solely an emergency measure, 
under an order known as Consumer Credit Regula- 
tion W, and 

WHEREAS, Regulation W should automatically ex- 
pire six months after the end of the war, and it is the 
fervent hope of American business that we return to 
the freedom of private enterprise at the earliest pos- 
sible date; 

NOW, THEREFORE, BE IT RESOLVED, by the 
war Credit Conference of the Associated Retail Credit 
Men of Texas, assembled in Austin, Texas, this 6th day 
of October, 1943: 


1. That we are unalterably opposed to any further 
Government restriction, regulation or control of retail 
credit whatsoever, as detrimental to our free individual- 
ism and a threat to our free enterprise system. 

2. That our retail merchants be urged to exert every 
effort through proper avenues or representation toward 
the removal of any Government restriction, regulation or 
control of retail credit as soon as possible. 


3. That the merchants and credit granters of Texas 
and our several communities, be urged to formulate their 
post war credit policy on a sane and sound attitude and 
permit credit to be extended only within the limits of 
well defined terms and that necessary plans and pro- 
grams be made and instituted toward the education of 
both merchant and customer in the mutual advantages 
of sound credit. 

4. That copies of this resolution be forwarded, over 
the signatures of our President and Secretary, to both 
Texas United States Senators, all Texas members of 
Congress, the National Retail Credit Association, the 
Federal Reserve Board, and that it be published to our 
membership through the Texas Retail Credit News. 


W. . 


Werth a Try! 


You’d try anything once? Then try this latest 
in our series of new DeLuxe Stickers. An effec- 
tive aid to collecting those troublesome past-due 
accounts. The message, brief and to the point, 
shows customers how, by paying their accounts 
direct, they can help conserve manpower as well 
as tires and gasoline. Printed in dark green ink 
on lighter green gummed paper, it is an attrac- 
tive Sticker worth trying at once! 


Price, $2.00 a thousand. No. D-6 
NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building 


St. Louis 3, Mo. 
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> Cycle Billing... 


(Beginning on page 18) oe 








very small percentage of sales checks, indeed, that cannot 
be authorized from this complete information. 

3. Posting Payment—The clerk receives all payment 
slips, sorted out to controls. The payment slip is dropped 
into the Kolect-A-Matic pocket and if it affects the 
month of the oldest balance, the Graph-A-Matic signal 
is moved at that time. This filing is generally done the 
first thing each morning when authorizations are light. 

4. Collection Procedure—Now, with Cycle Billing, 
under Regulation W, an account is considered delinquent 
40 days from the date of the bill. We operate on a 
16-cycle basis, hence each day a clerk reviews 4¢ of the 
total accounts so that at the end of each day a section 
has been covered. 

Since the average delinquency will run 15 per cent to 
20 per cent it means that the clerk is concerned with only 
a few accounts per day. As the account is analyzed by 
the clerk, she will decide whether or not she wishes to 
send a follow-up. If she decides to send a letter, she 
makes a note of the date and number of the letter to 
be mailed on the Transcript Ledger. This is done in 
longhand and follow-up signal moved to 1-5-10-15-20 
or 25. This file, due to having all records in one place, 
permits accurate, up-to-date authorizing, which is very 
essential under Regulation W. 

All changes have to be made in fewer files and changes 
on statement and ledger card, which are in the same 
file, mean only one look-up, thereby saving time. It 
reduces the necessity for referring so many sales checks 
to a higher authority for a final decision, as the available 
information aids in an intelligent decision which cannot 
be done from the usual meager “limit” information 
available. 


Posting Procedure of Descriptive Cycle Billing 

Cycle billing is past the experimental state and has 
proven to be the biggest timesaver ever devised for de- 
partment store billing. Wherever it has been adopted it 
has proven to be highly satisfactory to both the store 
and customers. 

The key to cycle billing efficiency lies in the ability 
to post consecutively for a 30-day period all charges and 
credits to each bill, and simultaneously post total charges, 
total credits and new balance to the ledger. 

The machine is equipped with an active balance pick- 
up register which accumulates the old balances of all 
bills for each cycle group. This total must prove against 
the previous month’s trial balance or control balance of 
that particular group, thus a positive proof is secured 
on all balance pickups. Old balances are handled only 
once each month. 

After the old bill balance has been picked up, all 
account charges are consecutively described and posted 
to the statement. This is a very fast operation since the 
machine is equipped with an intermediate marginal stop 
which limits the carriage return to the date column after 
each charge so that all unnecessary movements are 
eliminated. When all charges and credits have been 
posted the ledger skip key is depressed, permitting the 
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machine to post automatically the total charges and 
total credits on the ledger. 

The charge and credit registers accumulate the total 
and charges and total credits of all accounts in each 
cycle group for proof of posting. Merchandise returns 
are posted with the credit key in the charge column. In 
this manner all merchandise returns will automatically 
print in red oblique type and the charge totals will show 
the true net charges automatically deducting any returns 
from the total charges for the month. 


The machine automatically extends the new balance 
on both the bill and ledger and at the end of the run 
the control or trial balance figure is also automatically 
computed and printed by the machine. 

The complete electrification of this machine assures 
highest production with perfect carbon copies and reduces 
operator fatigue to a minimum. The automatic posting 
of ledgers and balances with complete proofs of all charge 
and credit entries reduces the human element and elimi- 
nates errors. The results have exceeded all expectations. 

Our records indicate that the average production we 
obtain from an experienced operator who takes care of 
the entire billing operation is from 10,000 to 11,000 
active accounts a month. This obviously is bills and 
transcript ledger—customer history record cards posted 
—not tickets or items. It was only after a period of 
several months of experience on the machine that we 
were able to have this production. 

In introducing the plan we sent out a special notice 
(Exhibit 6).. The replies that we received from that 
particular insert were something less than 500, which 
is far more than we expected, and in the majority of 
cases they were willing to have us try it out and see 
how it would work. In some cases the answer was: 
“We still want to receive our bill on the first of the 
month the same as we always have.” In going over 
those particular complaints we found the majority who 
answered were in the first part of the alphabet and 
would get their bills about the first of each month any- 
way. Three months’ later we actually went into the 
program of cycle billing and another notice was mailed 
(Exhibit 7). 

Since the installation of cycle billing two years ago, 
we have gone through a period of incréased sales volume 
as well as a tremendous turnover in our office personnel 
due to the fact that we are located in a war industries 
center. Of course, at the time we made this installation 
we did not anticipate any such problems to arise, but we 
have found that it was certainly fortunate that we 
planned for this installation. Under the old plan of 
closing our books at the end of the month, we used from 
four to six billers depending on the seasons of the year. 
Now we are taking care of the problem of billing with 
ease, and using only one biller with occasional help of 
an extra which we hold in reserve. 

The mailing of bills, balancing of books, and other 
details is now spread over the entire month. Also, 
it permits us to make a consistent follow-up of our inac- 
tive accounts, and we have been able to produce some 
amazing results in response to this promotion effort. 
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“Regulation W” 


(Beginning on page 6) 





It is, of course, inevitable that the staggering task of 
defending democratic America from the vile touch of 
its enemies should require the concentration of powers 
and controls in our Federal Government, and it is our 
patriotic duty and privilege to not only acquiesce in but 
actively and even passionately support and strengthen 
our Government in those powers and controls. How- 
ever, we must be everlastingly vigilant to see that those 
powers and controls, given only with reluctance and 
only by the gravest and most impelling of national crises, 
be not absorbed into the fabric of government and be- 
come a part of the ever growing area of infringement on 
liberties so dearly won in the past. 

It is accepted that once a function becomes part of 
the routine of government it tends to stick with great 
tenacity and strongly resists attempts to remove it. I 
feel sure that our problem will be to get Regulation W 
off the books, and we shall have to show cause and 
reason why it should come off. Hence, any division 
among ourselves, any doubt, any fear, must be clarified 
and dissolved by the clear pitiless light of reason and 
we must be prepared when the time comes to stand up 
and stoutly cry, “Regulation W was necessary only by 
the magnitude of the emergency and now the emergency 
has passed, it, too, must pass.” 


Retail Credit Granting— 
A Personalized Business 


There will be those among us who have leaned heavily 
on this regulation to refuse customers whose pay record 
has been a constant aggravation. Yet these same cus- 
tomers may have lacked quite the degree of delinquency 
to warrant a decisive, ‘No.’ There will be those among 
us who have exulted in the high collection percentage, 
enjoying the approbation of our principals, the while we 
realized that no skill or ability of ours contributed to 
the circumstances; simply the implacable regulation of 
government. 

Be of good cheer. Your unpractised hand, when freed 
of the chains of bondage, will resume its skill and 
courage. Once again the zest and challenge of con- 
structive effort will animate you, and your sales record, 
your collection percentage, your bad debt loss, your good 
will building, will be your own achievement, your own 
success, your own satisfaction. You will resume the 
stature of a Credit Manager, keen, alert, planning, build- 
ing, treating credit problems as individual needs and 
satisfactions, pitting your skill against that of your com- 
petitor, Winning customers on a personalized credit basis, 
not pressing them into a tight and painful panel of rigid 
compliance. 

As a final consideration I oppose continuance of 
Regulation W after the war on the ground that credit 
will be the tool to restore our tortured economic ma- 
chinery to smooth running and self-balancing efficiency. 
As the need for war material lessens and vast amounts 
of plant equipment and men become available for peace- 
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Group Conferences 


An Important Part of 
1944 Convention 
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THE PLANNING COMMITTEE for the 1944 
Postwar Planning Conference to be held in Milwaukee, 
Wisconsin, May 16, 17 and 18, is devoting a great deal 
of time to the problem of group conferences. Every 
credit executive and retail merchant is more interested 
this year than ever before in the plans of other credit 
executives in the same trade group. 

The unnatural credit conditions that have existed 
under Regulation W can only be followed by unnatural 
reactions within our credit system when the normal 
business conditions return. Most credit men and women 
in recognition of this fact are seeking every oppor- 
tunity to meet and talk with others in the same field 
who will experience the same problems when the change 
comes. The group meetings of the 1944 Credit Con- 
ference will offer just the opportunity to meet with and 
discuss common problems with other credit granters 
having the same interests. 


Surveys are now being made to determine the problems 
in which each trade group is most interested. The 
programs for the group meetings, which will be held 
every afternoon of the Conference, will be planned to 
include a complete discussion of these problems. 

If you have any problem that you would like to have 
discussed, send it in at once to C. Ray Cook, Chairman, 
Group Conference Committee, c/o Ed. Schuster & Co. 
Inc., Milwaukee. In the meantime, plan to be at 
Milwaukee, May 16, 17 and 18, and enjoy the full 
benefit of the most timely credit conference in the 
history of the credit profession. 








time production of civilian goods, the transition problem 
will be enormous. 


Plants, men, equipment will turn their war-sharpened 
eyes on the civilian market and an avalanche of goods 
will descend on us. And how will these goods be moved ? 
The answer is by credit. Credit, now moribund by 
necessity, now imprisoned by grim need, will be required 
to spread its wings and extend its flight, to become the 
powerful means of bridging the chasm from war produc- 
tion to peace production. 

Governed only by the skilled hands of trained men 
and women, credit must be untrammeled and free, must 
be vital and fluid, must be unhampered by decree or 
regulation. It is part of the salvation of a war-torn 
globe, and the archway to a greater, better, happier 
world than we have ever known. Be prepared, be 
vigilant! When the time comes, release credit from its 
war-made prison and let it fulfill its triumphant mission. 

This is the time when our association one with an- 
other is of the most vital necessity. This is a time when 
our thinking must be of the clearest, our opinions 
articulate, our voices united. 
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New Credit Manager—The Hub, Chicago 

Harry W. Bromfield, for the past two years Assistant 
Credit Manager for The Hub, Henry C. Lytton & Sons, 
Chicago, has been appointed Credit Manager, succeed- 
ing George Barry who has resigned. 





J. W. Waddle, Jr., Killed in Action 
Lt. J. W. Waddle, Jr., son of J. W. Waddle, Credit 


Manager, G. A. Stowers Furniture Co., Houston, Texas, 
died in a North African hospital on November 30, 1943, 
from wounds suffered in battle during the Salerno 
attack. Our sincerest sympathy is extended to the 
bereaved family in the loss of one so dear. 





Hale Bros., San Francisco Store Moves 

On November 29, 1943, Hale Bros., made their 
“premiere performance” at a new address—Market 
Street opposite Powell—with a favorable reaction from 
customers. No special ceremonies were held for the 
opening of the store at the new location but a personal 
invitation was extended to the executives of other San 
Francisco retail stores to visit the new quarters. Com- 
pany officials and executives greeted customers and they 
were gratified by the attendance which far exceeded 
expectations. 


Top This One—If You Can! 

We are indebted to Mr. W. V. Beddow, Credit Man- 
ager, Bromberg & Co., Birmingham, Alabama, for this 
unusual item of interest: ‘We had a customer in our 
store who wished to buy something on a contract basis, 
and as she did not have the full amount for the one-third 
cash payment, she just requested the salesperson to ‘charge 
the down payment.’” Who said it can’t happen here! 


John B. Morris Promoted 
M. M. Wilson, President of the Merchants Adjust- 
ment Bureau, Nashville, Tenn., announces the promo- 
tion of John B. Morris to Vice-President of the cor- 
poration. He has been with the company for the past 
five years. Mrs. Irene Eubank was elected Secretary- 
Treasurer. 








1944 War Credit Manual 


of Commercial Laws 

The 1944 edition of the Credit Manual of Commercial 
Laws prepared by the National Association of Credit 
Men is now ready for distribution. We believe that it 
will be of special interest to all members of this Associa- 
. tion. The regular price of this Manual is $6.50; 
however, a special price of $5.10 has been offered to 
all members of the N.R.C.A. if ordered before March 1. 
Send your orders now to National Association of Credit 


Men, One Park Avenue, New York 16, N. Y. 





24 CREDIT WORLD 
FEBRUARY, 1944 


Coming District Meetings 


District Six (Iowa, Minnesota, Nebraska, North 
Dakota, South Dakota, Manitoba, Canada, and Superior, 
Wis.) will meet at the Hotel Fontenelle, Omaha, Neb., 
February 20, 21 and 22. 


District Nine (Colorado, New Mexico, Utah, Wy- 
oming) will meet March 19, 20 and 21, at Cosmopolitan 
Hotel, Denver, Colo. 


District Ten (Alaska, Idaho, Montana, Oregon, 
Washington, Alberta, British Columbia, and Saskatche- 
wan, Canada) will hold its annual meeting April 15, 16, 
17 and 18 at Portland, Oregon. This is the Pacific 
Northwest District Conference and is being held one 
month earlier than usual because of the National Conven- 


tion which will be held in May instead of June, 1944. 
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If Your CREDIT WORLD 
Is Delayed 


Some of our members have told us of delays 
in receiving their copies of The CREDIT 
WORLD. Our publication is shipped from St. 
Louis in what would normally be ample time to 
reach each member on the regular monthly 
publication date; however, all kinds of trans- 
portation in wartime are uncertain. Civilian 
shipments must step aside for military needs, 
and if your CREDIT WORLD is late we ask 
you to remember that it is because of conditions 
beyond our control. 
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Monroe, Wisconsin 


Following are the officers and directors of the newly 
organized Young Business Men’s Club of Monroe, a 
Local Unit of the National: President, H. E. Scherer, 
The Monroe Clinic; Vice-President, Herbert Johnson, 
Regez and Johnson; Secretary, H. L. Jacobs, Lee’s 
Store; and Treasurer, L. E. Bothell, Green County 
Frozen Food Locker. Directors: Leland Lamboley, 
Ninneman Coal and Ice Co.; and C. J. Loveland, Love- 
land’s Dry Cleaners. At the January meeting, Mr. 
Joseph A. White, President of the National Association, 
presented this group wth a Charter showing 100 per 
cent affiliation with the National Retail Credit Associa- 
tion. 





Position Wanted 











Crepir MANAGER: Supervisor of jewelry chain. 
Thoroughly familiar with Regulation W. Excellent 
Collection Manager. Will handle one or more stores. 
Draft deferred. Address Box 241, Crepir Wor tp. 
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District Five 


Officers and directors of District Five (comprising 
Kentucky, Michigan, Ohio, and Ontario, Canada) for 
1943-1944 are: President, R. H. Laethem, Borden’s 
Farm Products Co., Detroit; Vice-President, Clyde C. 
Kortz, The Higbee Co., Cleveland, Ohio; and Secretary- 
Treasurer, Harold J. Crouch, Kaufman Straus Co., 
Louisville, Ky. Directors: Martin H. DeWitt, Her- 
polsheimer Co., Grand Rapids, Mich.; Lawrence V. 
Hunt, Barker-Fowler Elec. Co., Lansing, Mich.; Wal- 
ter E. Lawrence, Bill Woods Auto Service, Battle Creek, 
Mich.; Otto L. Pfau, Strouss-Hirshberg Co., Youngs- 
town, Ohio; Floyd J. Redding, Kay’s Quality Jewelers, 
Lima, Ohio; and M. Gertrude White, I. J. Fox Furs, 
Cleveland, Ohio. Harry F. Reid, Consumers Power 
Co., Jackson, Mich., is National Director, and Roy H. 
Gale, H. & S. Pogue Co., Cincinnati, Ohio, is Alternate 
National Director. T. W. Walters, Morris Plan Bank, 
Cleveland, is Director-at-Large. 


New Orleans, Louisiana 


Recently elected officers and directors of the Retail 
Credit Association of New Orleans Inc., are: President: 
Armand J. Rodehorst, Gately Marble & Granite Works ; 
First Vice-President, Edward S. Burke, Gus Mayer Co. 
Ltd.; Second Vice-President, Gerald E. Tell, D. H. 
Holmes Co. Ltd.; Secretary, Bernard L. Fastring, New 
Orleans Public Service Inc.; and Treasurer, A. C. 


Bergeron, A. M. & J. Solari, Ltd.; Chas. D. Born- 
wasser, Roosevelt Hotel; Carlos A. Casler, Progressive 
Co. Inc.; Harris Copenhaver, New Orleans Retailers 
Credit Bureau; Emile J. Flautt, New Orleans Public 
Service Inc.; Wm. J. Kuhnell, The Leon Godchaux Clo. 
Co.; Armand Guizerix, Personal Finance Co.; Ed Linn, 
Gulf Refining Co.; and Julius A. Rupp, Marks Isaacs 
Co. Hubert Fielder, D. H. Holmes Co. Ltd., is Ad- 


visory Counsellor. 


Corpus Christi, Texas 


The Corpus Christi Credit Grantors Association, re- 
cently reorganized, elected the following officers and di- 
rectors: President, Fred R. Medlen, M. Lichtenstein 
& Sons; Vice-President, T. E. Summers, San Antonio 
Machine & Supply Co.; Treasurer, Mrs. Clyde Wallace, 
Shaw Jewelry; and Secretary, Mrs. Louise Erb, Ran- 
dalls. Directors: Mrs. Wilma Miller, Taylor Bros. 
Jewelry; M. W. Meredith, Central Power & Light Co.; 
William H. Fair, Ashmore Paint Co.; and Gordon L. 
Lewis, Merchants Credit Association. 


Miami, Florida 


Newly elected officers and directors of the Retail 
Credit Men’s Association of Miami, for the coming year, 
are: President, H. D. Jarvis, Burdine’s; Vice-President, 
D. F. Hosford, Miami Daily News; Treasurer, E. I. 
Majeski, United Bureau of Collections, Inc.; and Sec- 
retary, B. B. Pugh, Credit Bureau, Inc. 





Artigues, Maison Blanche Co. Directors: Joseph H.. 
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December, 1943 vs. December, 1942 
(5 REDIT SALES decreased 3.8 per cent during 


December; total sales increased 15.3 per cent; 
and collections increased 1.5 per cent, in the 
United States and Canada, as compared with December, 
1942. While collections continue to show an increase 
over the previous year, there has been a considerable 
drop in the percentage figure month after month. This 
is due, no doubt, to old debts being paid and debtors not 
contracting new accounts. Credit and cash sale buying 
was heavier than in previous months due to the holiday 
season. 
Highlights of the monthly analysis are shown in the 
tables below: 


SPABRABAAWAAAARABSVBRABBEBESESES 


Highlights for December 
37 Cities reporting. 
11,552 Retail stores represented. 


COLLECTIONS 
25 Cities reported increases. 
1.5% Was the average increase for all cities. 
50.0% Was the greatest increase (Aberdeen, S. D.) 
12 Cities reported a decrease. 
33.3% Was the greatest decrease (Muncie, Ind.) 


CREDIT SALES 
32 Cities reported decreases. 
3.8% Was the average decrease for all cities. 
25.0% Was the greatest decrease (London, Ont.) 


5 Cities reported increases. 


20.0% Was the greatest increase (Aberdeen, 
S. D.) 


TOTAL SALES 
36 Cities reported increases. 
15.3% Was the average increase for all cities. 
30.0% Was the greatest increase (Muncie, Ind.). 
1 City reported no change (Cheyenne, Wyo.). 
SR ha, a Hh 
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Collections 


of any business, irrespective of its type. Profits 

depend upon the number of times a merchant can 
turn over his capital, and frequent turnover can hardly 
be accomplished with slow collections. In fact, laxity in 
enforcing prompt payment of accounts not only causes 
a business to lose the use of its capital which is tied up 
in overdue accounts receivable, but it may also embarrass 
a firm through lack of funds. 


PP er an COLLECTIONS are a vital feature 


The efficiency of a store’s collection system depends 
upon the adoption of, and the intelligent use of, some 
simple and practical routine. The work should be sys- 
tematically arranged so that accounts will automatically 
come to notice at the proper time and a record will be 
kept of each step in the collection routine until final 
payment is made. ‘This is accomplished by the use of 
suitable filing devices and the application of an efficient 
follow-up system. 


Definite Collection Policy 


Every store should have a definite collection policy. 
The best results will never be obtained with a_ loose 
and unorganized collection system. A polic$ should be 
established determining when the first collection step 
should be taken, when the account should be closed for 
delinquency (now governed by Regulation W for most 
stores), and how often overdue accounts should be fol- 
lowed up. It is important that the routine start early 
and be followed persistently, for it should be borne in 
mind that the longer an account is allowed to run, the 
harder it becomes to collect. 


Generally, collections should be close. When an 
account is due, it should be paid. Insistence on this 
policy results in smaller losses and a more liquid condi- 
tion in the accounts receivable. Close collections help 
to increase sales because customers use their accounts 
more when they are up to date. The delinquent debtor, 
on the other hand, hesitates to add to a past-due account 
even when permitted, and often places his next order 
with the store which has compelled him to keep a clear 
slate. 


If the work is properly handled, worth-while cus- 
tomers will not object to close collections. As soon as 
they understand that it is the rule, they will fall in 
line as a matter of course, and pay their accounts when 
due. 


Anyone can collect by force the money due him if he 
is willing to lose the customer; but to induce a person 
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to settle his account promptly without creating ill will 
and losing patronage, requires tact. This means that 
the individual in charge of collections must be sales- 
minded as well as collection-minded. He must be able 
to sell the customer on the value of paying promptly and 
establishing for himself a good credit record. 

Collecting is regarded by many as a disagreeable task. 
However, if we expel the idea that we are against the 
debtor, and that the debtor is always against us, collect- 
ing will be much more pleasant and far more profitable. 
Moreover, once the debtor senses this attitude, he will 
lower his guard and respond more promptly to requests 
for payment. 

Honor, fairness and self-interest are the three main 
motives to which to appeal in collecting accounts. Some- 
times it may be necessary to appeal to fear, but this 
appeal should be resorted to only when the others fail. 

Most people are honest. They have a well-developed 
sense of honor, but they are human. If they find that 
you and their other creditors do not regard the terms 
of sale seriously, they feel under no obligation to hold 
themselves strictly to the terms. But if they understand 
that you expect them to carry out their obligations, col- 
lection is made more easily. 

The appeal to the customer’s sense of fairness is 
allied with the appeal to his sense of honor. It kindles 
a spark even in those individuals who are not above 
requesting special favors and profiting by them. 


Appeal Through Self-Interest 


Finally, there is the appeal through sélf-interest. You 
can make a very successful appeal to the debtor who has 
allowed his account to become overdue, by showing him 
the effect of a past-due account on his credit standing. 
He comes to realize the importance of keeping his record 
clear by paying all his accounts promptly. 

Another thing it is well to remember is that the 
success of any collection policy depends upon the efficiency 
of the collection records. These records should be simple 
in operation and portray a true picture of the customer’s 
account always. Poor or ill-kept records result in mis- 
understandings and eventually lead to loss of profitable 
business. Nothing seems to annoy a customer more than 
to receive a dunning notice or a telephone call requesting 
a payment when one has already been made. It is im- 
portant, therefore, that all payments. be recorded 
promptly. 
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The first step in collecting a charge account is to 
deliver a bill on the first of the month following the 
purchase of the merchandise. Usually 30 days are allowed 
for payment to be made. If the account remains unpaid 
after the first of the next month, another bill should 
be mailed with some notation that the account is over- 
due. Should the account remain unpaid by the 10th or 
15th of the second month, most stores then send a 
reminder. This may be in the form of a short state- 
ment with a sticker attached; it may be a printed notice; 
or it may be a form letter. These impersonal reminders 
usually bring in many checks. Where the store is 
operating under Regulation W, a reference to the fact 
that the charge account is in default should be made at 
this time. 

Third Stage in the Follow-up 

Customers who do not respond to the simple reminders 
should then be subjected to the third stage in the follow- 
up. A letter should be used which not only reminds 
the customer of his past-due account, but also asks for 
some kind of a response. If no reply is received to this 
letter, the best thing to do is to call*the customer on the 
telephone to ascertain the cause for his delinquency, and 
at the same time, to secure a definite promise of payment. 

When you telephone a debtor, you establish a personal 
contact at once. This is‘one of the most valuable ad- 
vantages to collecting by telephone, as it gives you an 
opportunity to know something about your customer and 
to find out his reason for nonpayment. These reasons 
may be many; carelessness, oversight, indifference, lack 
of funds, misfortune, and so on. But once having es- 


tablished the reasor: for slowness, you are in a position . 


to adopt the course which will more satisfactorily meet 
the situation. 

From this point on, the collection routine should 
proceed to a definite conclusion. The letters that follow 
should insist on payment, should make use of the many 
collection appeals that are available, and may even 
threaten legal action. In addition to letters, other collec- 
tion tools can be employed, e.g., special delivery letters, 
collectors, and collection agencies 

An account should not be placed in an attorney’s 
hands, however, until all other means of collection have 
been exhausted. Nor should threats be made that the 
account will be referred to an attorney until you actually 
intend to take this step. 

When an account is written off, this does not mean 
that collection effort should cease. It is best to main- 
tain a regular follow-up because it often happens that 
the debtor’s circumstances change for the better and he 
is in a position to take care of his old account. In fact, 
it is surprising how many seemingly hopeless accounts 
are eventually paid merely because the store makes a 
practice of keeping in touch with debtors. 


Collecting Instalment Accounts 


Instalment accounts must also be followed closely if 
a successful collection percentage is to be obtained. As 
the payments are arranged on a weekly, semimonthly, or 
monthly basis, some procedure must be set up to remind 


customers of the necessity of making these payments 
when due. 

Many different systems are in operation, but one 
practice is to provide each customer with a payment 
booklet. This book may show the amount of purchase, 
down payment, balance due, the amount of instalment 
payments, and the due date of each payment. Some firms 
use a coupon book containing dated coupons for each 
instalment so that the customer may tear out the coupon 
and send or bring it in with each payment. 

Other stores start their follow-up before the payment 
is due by sending an advance notice five days prior to 
each due date. This is intended to serve as a reminder 
to the customer that the payment will soon be due and 
to forestall excuses being made later by the customer to 
the effect that he forgot about the payment. The big 
objection to advance notices is, however, that many cus- 
tomers will pay without a notice and, as far as they are 
concerned, at least, it is an unnecessary expense. 

If the payment is not made on the due date, overdue 
notices should then be sent. These usually start five 
days after the due date and continue at five-to-ten-day 
intervals. They not only collect many payments, but 
they also bring in the money before another instalment 
falls due. Unless each payment is collected promptly, 
the overdue payments accumulate and it becomes just 
that much more difficult for the customer to bring his 
payments up to date. 

Finally—Legal Action 


Where two or three overdue notices have failed to 
secure a response, the collection routine should become 
more intense and the same collection tools employed 
as are used in collecting charge accounts. Both form 
and dictated letters may be used; the telephone can 
be resorted to; or an outside collector may be employed 
to advantage. In some cases, it may be necessary to 
take legal action for the purpose of repossessing the 
merchandise or to bring suit for the price of the goods 
sold. 

Extensions in connection with instalment payments 
should be granted with an appearance of reluctance. 
The customer should be made to understand that instal- 
ment terms are convenient and reasonable and that there 
is little need for extensions on this type of account. It 
is always important to impress upon the customer the 
fact that the goods have been sold to him on reasonable 
terms and that he must live up to his agreement. 

When the account has been paid in full, some firms 
mark the payment booklet “Paid in Full”; others merely 
return the cancelled contract with a letter of thanks. 
Most firms, however, take advantage of this opportunity 
to solicit further business and invite the customer to 
buy other merchandise from them on the same plan. 


New Manual on SKIP TRACING 


Every credit department employee and merchant 
should be familiar with skip tracing pro- 

cedure. This course now in the second edi- #200 
tion, teaches you how. Get your copy now. — 
Merchants Credit & Collection Bureau + 16100 Ventura Bivd., Encino, Calif. 
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Latest Interpretations 


The BOARD has been asked the following question 
concerning Regulation W. What are the most liberal 
terms which a lender can grant in making a loan of 
$360, of which $300 is to retire a previous loan orig- 
inally in the amount of $360, if payments on the orig- 
inal loan were $30 per month but the borrower has paid 
only two and has defaulted on four of the first six 
installments ? 

Under Option 1 of section 10(b), the terms would 
be $55 per month for six months and $5.00 per month 
for the additional six months. These payments would 
be equivalent to $50 per month for six months on the 
$300 representing the old loan and $5.00 per month 
for twelve months on the $60 new cash advance. The 
proportion representing the old loan would in effect be 
revised pursuant to footnote 7 to section 10(a) which 
permits arrearages to be spread over the remaining pay- 
ments on a loan. 

Under Option 2 of section 10(b), the terms would be 
$30 a month for 12 months. Option 2 does not require 
that the old obligation be in good standing before it can 
be consolidated and consequently it is unnecessary to 
refer to footnote 7 to determine what may be done about 
the arrearage. The only restriction other than the 
maximum maturity of 12 months is the requirement that 
the payments be as large as the payment scheduled on 
the old contract for the month the consolidation takes 
place. 

These rules are applicable whether the outstanding 
obligation is held by the same or by another lender. 


Option 2 as Affected by Statement of Necessity 

Inquiries have been received by the Board relating 
to the use of a Statement of Necessity in connection 
with a consolidation under Option 2 of section 10(b) 
of Regulation W. 

The question is illustrated by the following exam- 
ple: Assuming that an original $300 loan with monthly 
payments of $29.61 has been reduced to a balance of 
$120, and the borrower requests an additional loan of 
$120 for the purpose of buying coal or going on a vaca- 
tion or other such purpose, may he at the same time be 
allowed a rate of payment of $23.86 per month on the 
consolidated obligation of $240 by giving a Statement 
of Necessity? 

Option 2 contains two limitations: (1) That the pay- 
ments shall be at least as large as they were, and (2) 
that the maturity shall not exceed 12 months. Since 
a Statement of Necessity would not allow a maturity 
in excess of 12 months, the question actually is whether 
the rate of payment may be reduced. 

The rate of payment may be reduced to $23.86 if the 
Statement of Necessity shows that such action is neces- 
sary in order to avoid undue hardship which would 
otherwise result from contingencies which were not fore- 
seen at the time the loan was originally made or which 
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were beyond the borrower’s control. If the borrower is 
not able to pay more than $23.86 per month because of 
these circumstances, the rate may be reduced accordingly 
even though additional funds are advanced, Federal 
Reserve Bulletin, November, 1943. 


Suspension Order 
THE FOLLOWING is a text of press statement 


which has been released by the Board of Governors of 
the Federal Reserve System. 

“The Board of Governors of the Federal Reserve 
System has suspended, for the calendar week commencing 
on January 2, 1944, the license of the Consumers Home 
Equipment Co., issued under the*Board’s Regulation W. 
This company which has its head office at 4801-19 
Woodward Avenue, Detroit, Michigan, sells merchan- 
dise on an instalment basis through house to house can- 
vassing salesmen operating from its head office and 
branches located at— 

Flint, Michigan (1327 South Saginaw Street) 

Grand Rapids, Michigan (112 South Division St.) 

Chicago, Illinois (1412 South Michigan Avenue) 

Indianapolis, Indiana (401 North Capitol Avenue) 

Cleveland, Ohio (1262 Ontario Street) 

Cincinnati, Ohio (120 West Seventh Street) 

Columbus, Ohio (495 North High Street) 

Louisville, Kentucky (224 West Walnut Street) 

Pittsburgh, Pennsylvania (1912 Murray Avenue) 

Altoona, Pennsylvania (1716—11th Avenue) 

Erie, Pennsylvania (14th and Peach Streets) 

Buffalo, New York (715 Main Street) 

The Board, acting under authority of Section 5(b) 
of the Act of October 6, 1917, and the President’s Ex- 
ecutive Order No. 8843, ordered the suspension of the 
license because of failure to comply with the provisions 
of Regulation W with respect to credit sales. All of the 
terms of the order were agreed to by the Registrant, who 
has given his assurance that he will hereafter comply 
with all the provisions of the Regulation. 

The violations, charged by the Board, were numerous 
and included the manipulation of prices and records in 
order to avoid the down payment requirements and to 
make it appear that the related transactions conformed 
with the Regulation, as well as a lack of diligence in 
otherwise applying the down payment, minimum repay- 
ment and maximum maturity requirements of the Regu- 
lation. 

The Registrant admitted negligent violations of the 
Regulation, but denied that any such violations were 
willful. 

Under the order, the company will be prohibited from 
making sales or accepting orders during the period of 
suspension of the license, and will thereafter be subject 
to close supervision. The terms of the order do not pre- 
vent payment of obligations owned by the company, in- 
cluding salaries and wages to employees, normal account- 
ing operations or the receipt of collections on accounts 
receivable.” 
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Postwar Credit 


And Bureau Planning 


Harry F. Reid* 


“Since Regulation W will die at the end of 
the war, it is necessary for credit executives 
to come forward with a safe and sound 
credit extension policy for the future.” 


HY ALL THIS TALK of postwar credit? 

Why not wait until the war is over and start 

our thinking then? We who are on the home 
front owe it to those boys over there and also to those 
in the service of their country on this side of the pond 
to be prepared with a complete program for the manu- 
facture, distribution and sale of civilian goods immedi- 
ately after this war is over. The one aim of business- 
men today, as of all American citizens, is to win this 
war. But businessmen, realizing how serious will be 
the postwar problems of reconversion, are preparing and 
planning now for readjustment to peacetime production. 

Being prepared in each step, from the securing of the 
raw material to the actual retail delivery of these new 
civilian goods, will shorten the period of change-over 
from war production to civilian production. We who 
live here in Michigan know that changing from one 
model of car to another used to cause many weeks of 
unemployment and this change by all manufacturers 
from war production to civilian production will be tre- 
mendous and there will be many delays unless we plan 
now. 

Today, American businessmen are confronted with 
many problems in this postwar planning. Chief among 
these are two real questions which must be answered: 
1. What will-the probable replacement needs of Amer- 
ican consumers be at the end of the war? 2. What will 
be the ability of people to purchase consumer goods? 

The needs and attitudes will change, of course, if the 
war is prolonged; perhaps downward because of taxes; 
perhaps upward because of savings created by lack of 
goods to buy. But regardless of all our study we who 
have been in the credit and collection work know that 
nearly sixty per cent of the buying public have used the 
time-payment plan to purchase one or more articles. 
It is an established plan whereby the masses can use the 
article while paying small monthly payments. We 
know that these same people cannot wait to accumulate 
the full purchase price of an article, or the average 
family does not save for a specific purchase. A survey 





*General Credit Manager, Consumers Power Company, 
Jackson, Michigan; a talk delivered at the annual meeting of 
the Associated Credit Bureaus of Michigan, at Battle Creek on 
September 27, 1943. 


made just a few months ago showed that only nineteen 
per cent of the American families are now saving for a 
specific postwar purchase. 

Despite the evidence that many people intend to make 
immediate major postwar purchases, most people are not 
—on the basis of present savings—counting on buying 
these things for cash. The American habit of installment 
buying will continue to be a major factor in large and 
small consumer purchasing. 

Those who have studied human nature, and the ma- 
jority of credit and collection men and women, know 
that just because the government is demanding a savings 
now to buy war bonds, is no reason that these same 
people will always save ten per cent of their salary. 
It is just not in the cards. He who has taken a debtor 
and arranged a schedule for paying his old obligations has 
found many and many a time that he can make a fine 
start but it is just not the nature of the beast to get out 
of debt. If he does, in a very short time, he is back again 
on the past due list regardless of his sincere intentions. 

During this period of change-over, the savings of many 
may be nearly depleted. The return of millions of men 
from the service; the relocation of thousands of war 
workers to their old jobs; the worker who has worked 
extra hours in a war plant to aid the production of war 
materials; the return of women to their homes; farmers 
returning to their farms; all this will take place. Of 
course, many civilian workers will not return to their 
former occupations, and a large majority of our young 
soldiers will not go back to their former jobs. (Think 
of the credit reports to be brought up to date.) We 
trust that the Army and Navy will be demobilized gradu- 
ally to help out in this period of change-over. But 
with this, the whole problem is the production of civilian 
goods for both this country and a large amount for the 
whole world. In order to have this large production, 
consumer credit must be made liberal or easy, but not 
too easy, to have the complete cycle, for without the 
purchase of civilian goods, the manufacturer could not 
continue to operate. 

Extension of Credit 


Today, bureau men and women, and credit supervisors, 
are faced with only part of this planning, but a very 
vital one, that is the final phase, the extension of retail 
credit. 

The officers of the National Retail Credit Association, 
recognizing this problem, called a meeting of the board 
of directors in June, 1943 and a credit forum followed 
for the discussion of the part consumer credit will play 
in the postwar period of readjustment. As a national 
director, I attended these meetings and had the privilege 
to discuss with these credit men and women, who rep- 
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resented all lines of credit, the “pros” and ‘‘cons” of 
government control of business after this emergency had 
ended. Also, we weighed the benefits that have been 
received from this emergency regulation and the dis- 
advantages that have been found from the operation 
under this regulation. After discussing this whole prob- 
lem, the board of directors of our Association passed the 
following resolution: ‘That in the interests of free 
enterprise, the control of retail credit shall be returned 
to American business at the end of the war and removed 
from Government restrictions or supervision; that the 
National Retail Credit Association exert its best effort 
to secure the termination of Regulation W or any other 
consumer credit regulation at the end of the war.” 


Regulation W an Executive Order 


Many are not aware that Consumer Credit Regulation 
W is not a law but that it is just an executive order, 
permitted by an emergency act of Congress on October 
6, 1917. This act does not permit the extension of this 
regulation beyond the period of national emergency which 
was declared by the President on May 27, 1941, unless 
a bill is entered in Congress and passed by them, to con- 
tinue this regulation as is, or a new regulation to take 
its place. Therefore, there will be a termination of 
this regulation. 

Since Regulation W will die with the ending of the 
emergency period, in other words, the ending of the war, 
it is necessary for us as credit executives to thoroughly 
discuss the past and to come forward with a plan for 
management which should be a safe and sound credit 
extension policy for our individual communities and see 
to it that the brain-trusters in Washington do not con- 
tinue to control business after this war is over. 

As can be seen by the resolution passed by the Board 
of .Directors of the National Retail Credit Association, 
we have taken a definite stand for our organization and 
planning must be made by each individual credit man- 
agers’ association to formulate a new plan of credit con- 
trol which must be ready to take the place of Regulation 
W immediately when this emergency ends. 

Most bureau managers act as the hub of the wheel 
around which credit granting is maintained in the indi- 
vidual community. Those who are not should avail them- 
selves of the opportunity to get behind this era which 
is coming quickly to the front and re-establish them- 
selves as the guiding hand to all credit managers. Most 
credit men and women look to their credit bureau man- 
ager as the guiding hand for assistance and counsel and 
it is around them that the bureau builds its place in the 
community. Also, if it weren’t for the credit men and 
women a bureau would cease to function. Therefore, I 
appeal to you as bureau managers to start today to 
study your community’s need in postwar credit planning. 

In starting our thinking we need only ask ourselves 
two questions: 1. Is it necessary for the government 
to impose restrictions and supervise our credit and 
collection departments? 2. Will the merchants adhere 
to a uniform credit policy adopted by the majority of 
the merchants in the community? If not—why? These 
questions are now, or shortly will be, discussed in all 
credit and collection groups of the National Retail Credit 
Association. There will be, no doubt, as there was in 
St. Louis, a greatly divided opinion as to the answers 
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to these questions. In organizing a fact-finding com- 
mittee to study this plan in your community, I suggest 
that a committee be formed representing each line of 
credit business, both large and small, in the community. 
This committee should be composed of both men and 
women who will select their own spokesman or chairman. 

The first duty of each member of the committee should 
be to read and reread the Code of Ethics of the National 
Retail Credit Association and become familiar with each 
of the five individual paragraphs. 

The committee should then analyze Regulation W, as 
it has not missed much in the operations of the credit and 
collection departments, and see what should be, continued 
or modified. The objectionable parts should be eliminated 
and then make sure that what you desire in the new 
program will first build and foster good will for the 
merchant and, second, will not be too strict a policy nor 
too loose; but based on our experiences of the past and 
present-day credit practices with a lot of good common 
sense thrown in. 

Anticipating dangers of postwar inflation the plans for 
a community credit policy must necessarily be predicated 
upon the sound features of present credit policies, the 
main theme being the elimination of credit abuses and 
unreasonable credit requests. To accomplish this, the 
policy should include retention of a larger down pay- 
ment than formerly and a shortened number of months 
permitted on installment buying and restrictions on lay- 
aways. 

My Recommendations 

Specifically, I recommend and suggest the following: 


On Charge Accounts ; 

A. Elimination of the freezing or suspension of accounts if 
unpaid by the 10th of the second month. 

B. Return to the three to five day cutoff at the end of the 
month. 

Layaways j . 

Down payments 20%. Time limit 30 days with the privilege 
at the expiration of that time to transfer to open an 
installment account. 

Contract or Installment Accounts 

Breaking this down to the different kinds of merchandise: 

A. Furniture, household goods, rugs, etc., 20% down, 12 
months. 

B. Major electrical appliances, 20% down, 12 months. 

On a combination of two major appliances or two rooms 
of furniture, ete., would recommend 20% and 18 
months, in no case more than 24 months. 

C. Jewelry and silverware, 20% down, maximum 12 months. 

D. Women’s apparel, fur coats, 3314%, maximum time 9 
months. 

E. Men’s clothing, 20% down, 6 months, but recommend 
the 90-day plan to be used as the regular plan. 

F. Miscellaneous, 20%, 12 months on balance. 

Additional Provisions on Contracts 

1. Each installment account to carry a 6% carrying charge. 
Each open or 30-day charge account form to carry 
the notation that a 6% carrying charge will be added 
if the account is not paid within 30 days. 

2. No installment account to call for payments of less 

than $5.00 a month. 

3. Elimination of 60- and 90-day contracts. 

4. All refinanced accounts to call for at least $5.00 down and 
in no case the addition of more than 6 months to 
the number of months remaining on the original 
contract. Only 1 refinance. 


In addition to this study of a new credit control policy, 
I believe there is still a problem just as great confront- 
ing bureau managers and credit supervisors and that is, 
the education of the new employees in our credit depart- 
ments and some bureaus. During these last two years, 
many of the credit supervisors and their staffs have left 
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for other work for one reason or another—the Army, 
Navy, war work, and in many cases because credit work 
was eliminated as merchandise was discontinued. Many 
of these old credit employees will come back, many will 
not. 

Therefore, I believe that more and more credit groups 
should be formed and classes held to acquaint the credit 
men and women of the city with each other. Also, for 
the bureau manager and his employees to get acquainted 
with the public does a world of good. Most credit men 
and women look to their credit bureau manager as the 
guiding hand for assistance and counsel and around 
them you take your place in the community. Get out 
and visit the credit men in their offices—they want you 
to call and it will do you both a lot of good. 


You should be interested in everything that affects 
the credit and collection departments in your city as 
they are your customers. It is the little things that 
count. Always keep your customer, the credit super- 
visor, informed of what’s new in the credit field and, as 
you build your credit, so is built your city’s quality of 
credit grantings. The credit manager is a crusader for 
a great cause for the immediate and ultimate benefit of 
everyone except, of course, the credit crooks. Credit 
losses through failures, fraud and other causes, must be 
paid by somebody and our eternal vigilance reduces those 
payments. 

Credit organizations are judged by the acts of the 
individual credit man and the local credit bureau. It is 
our responsibility therefore to do our job with intelli- 
gence, knowledge, our best judgment and on a plane of 
ethics above reproach to do honor to our profession. 


It is easier te launch a government bureau than to 
liquidate it. It is easier to put government into com- 
petition with private enterprise than to get it out, as a 
government bureau is always reluctant to relinquish its 
hold even when its work is finished. It finds new reasons 
to prove that its continued existence is indispensable to 
the solution of whatever problems the country may be 
facing. 

Government in Business Not Necessary 


It is fortunate that Regulation W was given to the 
Federal Reserve Bank to handle and not to some other 
bureau of the government. They have done a fine job 
and should be commended for the fair way in which they 
administered this regulation. But when this emergency 
is over remember government interference in business 
is not necessary. 

I realize that we are still a long way from having a 
complete victory on the military front, but believe the 
time is here when our groups should start planning for 
the future. Therefore, as bureau managers, I urge 
you to start now to plan with the National Retail Credit 
Association by forming your local planning committee 
to study what you think should be the best plan for con- 
sumer credit control in your community. 

Retail credit, after this war, must be placed by us upon 
a firm foundation without our losing track of the three 
C’s of credit—Character, Capability and Capital—also 
keeping in mind the Code of Ethics of the National Re- 
tail Credit Association or we will continue to have 
governmental regulations. 





“Your article in the November Crepir WorLp on ‘Journey- 
ings of the General Manager’ was read with a great deal of 
interest as it is most informative and covered a lot of the 
territory that I have had the pleasure of visiting during the 
past years. It certainly must have been an inspiration to you 
to make these contacts with the credit granters of this section 
of the country, and it gives the membership at large an idea 
of the fine work you are doing in this connection.”—Dean 
Ashby, Credit Manager, M. L. Parker Co., Davenport, Iowa. 


“Thanks for the October and November issues of 
The CREDIT WORLD. I find that they are just as 
interesting and informative as ever. They brought 
back fond memories of my past association with the 
credit fraternity. I am looking forward to the day 
when I may have the privilege of rejoining them.”— 
= J. Dobard, U. S. Naval Air Station, Pensacola, 

la. 
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“I note that in offering Small Loan Laws of the United States 
in your ‘Book Shelf’ column in the October Crepir WorLp there 
is included the line ‘one of the most notable of the forward 
steps reported in the new pamphlet has to do with Nebraska.’ 
The consensus of opinion of banks, banker associations, and 
the majority of so-called industrial companies is to the effect 
that the Nebraska law is anything but a forward step. I think 
it more than likely that the paragraph was picked up by you 
in toto from promotion material issued by the publishers and 
that it, therefore, reflects their attitude and views rather than 
those of The Crepir Wortp or the N.R.C.A.”—Richard H. 
Stout, President, Morris Plan Bankers Association, Washington, 
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“Thank you for the two issues of The CREDIT 
WORLD. Needless for me to say, I enjoyed them 
very much. Particularly did I enjoy ‘Journeyings of 
the General Manager.’ It was nice to hear indirectly 
from so many of my friends.”—Captain Russell H. 
Fish, Army War College, Washington, D. C. 
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“Congratulations on your article ‘Journeyings of the General 
Manager’ which appears in the November Crepir Wort. I 
think it is a most readable innovation and one which might 
very well be continued as it gives the membership an insight 
and a picture in detail of what the General Manager is ac- 
complishing.”—Frank Batty, General Credit Manager, Hale 
Bros. Stores, Inc., San Francisco, Calif. 

& 

“We have signed up eleven new members. We 
hope that collection kits will be sent to these new 
members.”—V. C. Powell, Cumberland Credit Bu- 
reau, Cumberland, Md. _ 


“Due to wartime personnel difficulties, the Corpus Christi 
Credit Grantors organization suspended its meetings about a 
year ago, but I know you will be glad to hear that this group 
has reorganized. It was also decided that it will be one hun- 
dred per cent National.”—Gordon L. Lewis, Merchants Credit 
Association, Corpus Christi, Texas. 

=) 

“Your editorial ‘Forward March’ in the November 
CREDIT WORLD is a splendid contribution and 
will be greatly appreciated by all who read it.”— 
R. A. Moffitt, Manager, The Credit Exchange, Inc., 
Springfield, Mo. = 


“You have really come upon a very interesting topic in pub- 
lishing your travels from time to time. Besides the amazement 
of the miles you cover, it is very interesting to hear about 
others we know in far-off States and those we have met at one 
convention or another.”,—T. L. McGill, Secretary, Saint Paul 
Retail Credit Association, St. Paul, Minn. 
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“It was interesting to read about your ‘Journey- 
ings’ in the November CREDIT WORLD, and I, 
for one, should enjoy your continuing the practice.” — 
Capt. Waldo J. Marra, San Francisco Port of Em- 
barkation, Fort Mason, Calif. 


CREDIT WORLD 31 
FEBRUARY, 1944 





94 
Retail Credit Survey 


HE FEDERAL RESERVE System will again conduct the annual Retail 

Credit Survey for the purpose of gathering data on credit sales and re- 

ceivables of the past year. Forms for the reporting of this information 
were distributed to retailers by the twelve Federal Reserve Banks during the 
month of January. 


THE RETAIL CREDIT SURVEY was originally sponsored by the Na- 
tional Retail Credit Association. This year, as heretofore, it is an entirely volun- 
tary project, but all stores having an interest in the facts of retail credit should 
support it, because the value and usefulness of the results will depend upon 
the degree of participation in the survey by retailers. 


THE FORM OF REPORT for 1942 was streamlined in recognition of the 
limitations of manpower and time in filing reports. The report for 1943 has 
been continued in about the same form, with the exception that a section on 
current assets and liabilities has been added. The year 1943 was a particularly 
significant one with respect to reduction of inventories and additions to such 
assets as cash and marketable securities and information about these changes 
will be of particular significance in analyzing the position of retailers for the 
war and postwar periods. 


THE REPORTS of individual respondents are confidential and will be used 
only for purposes of statistical analysis. Data submitted by individual firms are 
carefully safeguarded and they cannot be used for purposes of taxation, regula- 
tion, or investigation. 


A COPY OF THE 1943 Retail Credit Survey will be sent to each cooperat- 
ing firm, It is hoped that the report this year can be made available somewhat 
earlier than in past years. Anyone who has not received a copy of the report 
form may secure one by addressing a request to the Research Department of 
the nearest of the following Federal Reserve Banks: 


Federal Reserve Bank of Boston, Federal Reserve Bank of Chicago, 
Boston 6, Massachusetts. Chicago 90, Illinois. 

Federal Reserve Bank of New York, Federal Reserve Bank /of St. Louis, 
New York 7, New York. St. Louis 2, Missouri. 

Federal Reserve Bank of Philadelphia, Federal Reserve Bank of Minneapolis, 
Philadelphia 1, Pennsylvania. Minneapolis 2, Minnesota. 

Federal Reserve Bank of Cleveland, Federal Reserve Bank of Kansas City, 
Cleveland 1, Ohio. Kansas City 18, Missouri. 
Federal Reserve Bank of Richmond, Federal Reserve Bank of Dallas, 
Richmond 13, Virginia. Dallas 13, Texas. 

Federal Reserve Bank of Atlanta, Federal Reserve Bank of San Francisco, 
Atlanta 3, Georgia. San Francisco 20, California. 


Reland 9. Robinson 


Division OF RESEARCH & STATISTICS 
BoarRD OF GOVERNORS 
FEDERAL RESERVE SYSTEM 




































































